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Good-Looking 
Garage 


Is Its 


Owner’s Pride 






























Every auto owner wants his garage to look 
right and work right. And to that end, selects 
his garage hardware with the utmost care— 


The NATIONAL No. 805 is a popular set with 
discreet buyers. It is of the hanger and rail 
equipment type and is well liked because it 
functions easily in all kinds of weather and 
because it lends an excellent appearance to the 
garage. 


This set consists of one No. 29 Latch; 1 Swivel 
Hanger; 6 ft. of Braced Rail; 414 pairs 4x4 
inch Jap. No. 505 T. P. Butts; 1 No. 820 Chain 
Bolt; 1 No. 808 Foot Bolt; 1 No. 5 Door Pull; 
and Pair No. 40 Padlock Eyes. Packed com- 
plete in an individual box with all necessary 
bolts and screws and full directions for attach- 
ing. 


Catalog Showing Full Line on Request 
Order Direct. 


National Mfg. Company 


Sterling Illinois 
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This Line Will Bring Revenue to the Hardware 
Merchant and Will Aid the Farmer in 


Balancing His Activities 


in any line is interested in the 

habits and occupations of his 
trade. He is a close student of the 
various phases entering into the 
community life of his particular 
territory. The best known and the 
most successful hardware merchants 
of this country are vitally interested 
in every activity of the communities 
they serve. If you know of a mer- 
chant who stands high in a mining 
district you will find that he knows 
all about the conditions under which 
the miners work, their home life, and 
the conditions of the mines. In this 
way he knows how to buy his goods 
to suit their requirements. He 
knows what new lines can be sold 
them and what markets can be ex- 
panded or created. A hardware man 
in the lumber districts faces the same 
proposition, and only those who make 
a study of the things affecting their 
businesses have been able to make 
successes. 


Getting the Farmer Trade 


N N honest to goodness merchant 


Nearly every hardware merchant 
has some farmer trade, and a large 
number depend entirely upon the 
farmer or farming districts for their 
entire income. 


Their business fluctu- 





ates with the crops and the pros- 
perity of the farmer. They rise and 
fall with the farmer. Consequently 
the merchant who depends upon farm 
trade for his living must keep abreast 
of all conditions that affect the 
farmer. There is a saying to the 
effect that a man may establish a 
business in the woods and if it is 
conducted upon the right principles 
a beaten path will be made to his 
door. In other words, the right prin- 
ciples mean a study of conditions 
which when coupled with correct 
business policies will place that mer- 
chant in high esteem and will bring 
trade to his store. 


The Community Buyer 


The hardware merchant is the 
buyer for his community. The better 
he buys and the more satisfaction 
he gives to his customers the more 
profit he will make and the higher 
will be his standing. So it is de- 
cidedly up to him to know what his 
community buys and what they 
should buy. 

For several months past the hard- 
ware man has found the farmer in a 
very unhappy state. Many are the 
reasons, chief among them being the 
low prices for which farm produce 
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has been sold. High priced land 
covered with mortgages with prices 
on produce down below normal, and 
prices on the things which the farmer 
bought not yet reduced to proper 
levels has caused this country to go 
through some very trying times. 
There is said to be a solution to every 
difficulty and the honest hardware 
merchant is just as much interested 
in finding this solution as any other 
man, not only to increase his own 
profits and keep his business run- 
ning, but for the general good it will 
do the community. 

E. C. Simmons once said that “It 
is not necessary to sell auger bits, all 
you have to do is to sell the holes 
and we will supply the auger bits to 
make them.” Mr. Simmons knew 
that a successful merchant could not 
sit in his store and expect to prosper 
if he only kept goods for which 
there was a demand. He knew that 
the successful merchant had to get 
outside of his store and create the 
demand for his merchandise. That 
meant he had to study community 
conditions to know what the demand 
would be. 


The One Crop Fallacy 
Right in line with this, hardware 
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This window of the Jordan Hardware Co., Ottawa, IIl., serves to show how that firm 


features dairy supplies in its displays. 


Note the advantageous way in which manu- 


facturers’ helps have been utilized 


men have found that farmers in a 
good many sections depend almost 
entirely upon one crop for their in- 
come. If the crop is good and prices 
are high then everybody prospers. 
If the crop is a failure then it is 
necessary to wait a whole year to put 
in another crop. In the meantime, 
depression hits the community that 
depends entirely upon farm trade. 
Merchants are forced to carry large 
book accounts and cover the doubtful 
ones with notes. Banks are not any 
too glad to advance the merchants 
money to carry on business under 
these conditions, as no one knows how 
the next crop will turn out. 

A wise old banker, down in Illinois, 
who started in with very little and 
accumulated his wealth by careful 
industry in a community that de- 
pends upon agriculture for its liv- 
ing, said that he would never loan 
money to a farmer who depended en- 
tirely upon one crop because he was 
doomed to failure sooner or later. 
He was, however, always ready to 
lend a hand to the man who raised 
stock and poultry or went in for 
dairy products, because one would 
help the other and help carry the load 
if the crop failed. 


Dairy Supplies Possibilities 


The farmer’s great salvation is 
diversified activity and one of these 
activities is dairy products. All of 
the necessary things to be used in 
this connection are to be found in 
the hardware store. Take, for in- 
stance, the cream separators, milk- 
ers, stanchions, milk cans, bottles 
and caps and numerous other items. 
There is a great field for these items 


on the farm. The time is right be- 
cause the lessons of the past months 
have sunk deep, and farmers will be 
in a more receptive mood as they 
have begun to realize the necessity 
of diversified activity. Some mer- 
chants have made arrangements with 
banks to take notes on dairy equip- 
ment and they have done a great deal 
toward making selling easy. When 
one stops to think that the farm land 
of this country is worth over $47,- 
000,000,000 and there is now in- 
vested nearly $2,000,000,000 in cattle 
which number 31,500,000, one cannot 
help but realize the great extent the 
business has attained and the tre- 
mendous possibilities of cashing in 
on some of it by helping it out and 
at the same time giving the farmer 
a lift that may put him on his feet. 


Good Profits in This Line 


E. O. Strauss, a hardware mer- 
chant of Hornick, Iowa, believes in 
this line of business. He not only 
carries hardware and harness but 
also specializes in phonographs and 
still finds time to work up a good 
separator trade. He believes in the 
separator he sells and his factory 
stands behind him to the limit. Ad- 
vertising gives him new prospects 
and he finds time to get around the 
country and look the machines over 
and see that all service calls get 
prompt attention. 

The Jordan Hardware Co., Ottawa, 
Ill., says: “With grain and livestock 
on a low basis, dairy products re- 
main as dollar producers.” The 
illustration of their window will 
serve to show how they go after this 
business. They believe in seeing the 
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farmer in his home and becoming 
better acquainted with him to the 
mutual benefit of both parties. 

R. D. Corken, Hiawatha, Kan., says 
their success has been in the service 
they have given. When a customer 
comes in for repairs he is asked all 
about the machine and suggestions 
made as to new rubber rings, etc. 
V. E. Hawley & Co., Grantsburg, 
Wis., say their sales have been 
phenomenal for that territory and 
they keep a stock on hand all the 
time. 

Another progressive firm, the Cole 
Hardware Co., Bethany, Mo., also 
believes in going out after this 
business. Murphy & Busch, Man- 
kato, Minn., have handled one line 
for fifteen years and they get out 
after business regardless of the 
weather. 


Canvassing the Farmer 


Intensive advertising campaigns, 
good efficient service and canvassing 
will turn many dollars of clean profit 
into the cash register. Not alone is 
the line of separators a revenue pro- 
ducer, but sales in all lines can be 
built up through the friendly feeling 
established when the canvassing is 
done. There are all kinds of barn 
fixtures, rope, cream cans, coolers, 
brushes, cleaning powder and count- 
less things that sales of separators 
open up. When you are out talking 
separators you might be surprised at 
the number of paint jobs which could 
be landed. Possibly a new stove is 
needed or a tire for the car. Here is 
the great opportunity to see the 
farmer in his own setting and you 
can see at a glance just what he needs 
and just how far you can go to help 
him. Seeing is believing and if you 
waited until he came into town you 
would never get an idea of one-tenth 
of the merchandise he needs. Can- 
vassing will increase your business 
75 per cent in the separator lines and 
you can rest assured it will bring 
many additional dollars into your 
store in other lines that would have 
gone to the mail order houses or to 
some live competitor who believes in 
getting out and getting the business. 


Get the Farmer’s Viewpoint 


Read the farm papers and see 
what is uppermost in the farmer’s 
mind. Notice the nationally adver- 
tised merchandise in the different 
issues, which you carry in your stock 
and cash in on it. Follow the markets 
and the latest developments so you 
can talk “shop” to the farmer and 
offer him a suggestion or two that 
will help him. Then watch him make 
a “bee line” for your store every 
time he gets to town. 
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Featuring 


Sensible Gifts 
for the Bride 


The Growing Tendency 
for Wedding and 
Graduation Presents of 
a Useful Nature 
Opens Up a New Field 
of Present and 
Future Profit for the 
Hardware Merchant 


T makes no difference whether 

the scene is laid on Main Street 

of Gopher Prairie or Broad- 
way, New York City, or whether the 
people are poor or rich, black or 
white. Human beings of opposite 
sex will fall in love with each other 
and they will get married, and, 
strangely enough, a great majority 
of them choose the month of June 
for the happy occasion. 

Every time the wedding bells 
ring they suggest congratulations, 
parental benediction and countless 
wishes for good luck and happiness. 
Incidentally they suggest wedding 
gifts and thereby hangs a tale—in 
fact, the very tale we propose to 


The Carlisle Hardware Co., 


Springfield, Mass., 
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No June bride will turn a back on practical gifts of household ware, 
» fully realized that fact when he 


Nungesser, Newark, N. J 
tell. The bride is sure to get a varied 
collection of particularly useless 
gifts; in fact, we have often seen 
assortments which would lead one 
to believe that there had been a 
contest among friends, with a prize 
offered to the donor of the most 
useless article. 

Put yourself in the place of the 
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and decorative suggestions 


and Arthur 
installed this window 


newly married couple and imagine 
how you would feel if you had to 
thank a number of alleged friends 
who presented worthless. things 
under the guise of wedding gifts. 
You would naturally wish that they 
had taken their money to a hard- 
ware store and made investments 
in worth while merchandise instead 


Lian | 
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has realized the value of practical wedding gifts, as one may readily realize by 
this display. Electric grills, percolators, toasters and irons are to be seen, and there are, 


in addition, a number of other useful 
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of merely having made such useless 
purchases. That is exactly what 
the average bride desires — ar- 
ticles of merit and utility to use in 
her home in the kitchen or din- 
ing room. Correct social usage 
forbids that she be so forward as to 
suggest a visit to the local hard- 
ware stores when picking bridal 
gifts. Nor can she caution her 
friends to use a little discretion in 
order that her home may be prop- 
erly furnished and not cluttered 
with the tokens. 


The Retailer’s Opportunity 


But you, Mr. Hardware Dealer, 
are not subject to any of these re- 
strictions. In fact, it is really your 
duty as a local merchant to provide 
the means of supply for the pur- 
chase of useful wedding gifts. You 
will have to inform your customers 
that you have the stock with which 
to take care of their needs. You 
will have to advertise the fact and 
dress up your windows with suit- 
able items. During the month of 
June it would be a good plan to use 
extra newspaper space calling at- 
tention to the articles you carry 
which are suitable for wedding 
gifts. Have show-cards in your 
windows to emphasize the obvious 
advantage of gifts such as electric 
toasters, electric grills, electric 
irons, sets of dishes, aluminum 
ware, enamel ware, vacuum clean- 
ers, cereal sets, casseroles, some 
dishpans, glass baking ware, serv- 
ing trays, coffee percolators, crumb 
removers or tea kettles. 

Why not circularize your mailing 
list with a letter, calling attention 
to wedding presents which will be 
appreciated because they can be 
used? Mention the list that you 
have to offer, together with prices. 
Offer your services in picking out a 
suitable gift. Tell your prospects 
that you will wrap the article up in 
a pleasing way, enclosing a card 
from the donor and making the de- 
livery direct to the home of the 
bride. This little service will be 
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appreciated and, incidentally, the 
bride will note that the gift came 
from your store. At a later date 
she will remember that fact, and if 
she lives in your town you may be 
reasonably sure of her patronage. 

Whenever an opportunity pre- 
sents itself to mention your supply 
of useful wedding gifts directly to 
a customer be sure and make the 
most of it. You will be surprised 
to find that a large percentage of 
people have received wedding invi- 
tations with little or no ideas of a 
suitable present. 

Living quarters are hard to find 
at the present time and are exceed- 
ingly expensive when found. This 
means that the prospective husband 
in most cases finds his bank roll 
sadly bent when he signs the lease 
and makes the initial payment. It 
means that in the selection of 
household necessities he and his 
future bride will have to trim the 
list and wait for some of the most 
needed items. This is very dis- 
tressing, as any housekeeper will 


testify. Emphasize this point also 
when writing letters, advertise- 
ments and show-cards for your 


useful wedding gift sales campaign. 

This campaign should be worthy 
of a store meeting. Some of your 
salesmen may be newlyweds and 
they should have thoughts in abun- 
dance about what newly married 
people need and what they usually 
get in the way of furnishings. Try 
it out and get the best thoughts 
working for you. 


Newspaper Publicity 


It is only fair to assume that if 
someone in your organization wrote 
a brief, interesting news item on 
sensible gifts for the June bride, 
local newspapers would be glad to 
publish it. Although your name 
would not be in the item, you would 
gain by its insertion. That is, you 
would gain if you were on the job 
with attractive gift windows and 
aggressive sales methods. 

To be sure, the selection of gifts 
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that we have called practical may 
require very materialistic thoughts, 
and for that reason customers may 
offer verbal resistance. But don’t 
let them lose sight of the fact that 
the material things in life are the 
most necessary things. The newly 
married couple will be surfeited on 
idealism without any outside aid. 
Give them the things for the home 
that they need, things that they 
will use. Such gifts will be remem- 
bered long after the wedding and 
the thoughtfulness of the giver will 
be appreciated for an _ indefinite 
period of time. That’s the return 
argument to give and it is sure 
to have a profitable effect, profit- 
able for the lucky couple and prof- 
itable for you. 

An interesting booklet embracing 
this thought could be compiled with 
the aid of a local printer. Tell the 
story of the practical gift and il- 
lustrate some of the items you have 
to offer. Manufacturers will loan 
you the cuts and will probably offer 
you some sales suggestions. Go 
after this June bride gift business 
in the proper way—in a big way. 
You will find it a fertile field and 
it will open up new channels for 
general patronage that you had pre- 
viously overlooked. 


Graduation Presents 


June is not only the month for 
weddings but in many communities 
the season for annual graduations 
from the local schools. Both boys 
and girls will be leaving the high 
schools in your city this June. 
Many of them will go to college in 
the fall. Friends and relatives will 
wish to mark the occasion with 
gifts. 

For the girl preparing for college 
or boarding school what could be 
more appropriate than a chafing 
dish, electric iron or a manicure 
set, for the young man a razor, 
jackknife or flashlight? Get busy 
for the graduate business as well 
as for the many items that should 
be given to the June brides. 


Creating Good Will Through Courtesy 


HEN a number of women of 
the town of Lexington, IIl., 
wished to serve dinners to the men 
of the community who came in for 
election day last November, Harry 
E. Flesher of the Flesher Hardware 
Co. told them to use his store. 
And after the election these women 
showed their appreciation by insert- 
ing a card of thanks on the first page 


of the local weekly newspaper, thank- 
ing Mr. Flesher for his courtesy. 
At another time, a women’s club 
gathered in the store to hear a lec- 
ture by a county domestic science 
authority and to witness her demon- 
stration. Mr. Flesher donated space, 
range, utensils and fuel for the oc- 
casion. His store was crowded. Be- 
fore the women got out of the store 


many questions were asked about 
certain articles. 

Good will of the women, however, 
was the real benefit. Each one of 
those women undoubtedly was so well 
impressed with this courtesy that she 
will think of the store when in need 
of household goods. Besides, the 
plan brought many countrymen into 
the establishment. 
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Six Turnovers of Chinaware in Nine Months 


In Addition to Establishing This Record the Sieverding- 
Walz Hardware Co., Le Mars, Iowa, Succeeded in 
Increasing Sales in Other Departments 


HEN a successful manufac- 
W turer finds his sales drop- 

ping down on account of 
some condition over which he has 
no control, he begins to make 
something for 
which there is a 


There are many articles which 
are profitable to the hardware store. 
Times have changed and so has 
merchandising, and if one keeps up 
with the times he keeps up with the 


a sale would not be possible in his 
own town. But the Sieverding- 
Walz Hardware Co., Le Mars, Iowa, 
bought a $400 stock and during the 
first nine months turned it six 
times. Le Mars 
is a town of about 





demand. He not 
only keeps his 
plant going and 
his workmen busy, 
but he maintains 
his place as a pro- 
ducer, meets com- 
petition and de- 
rives a profit. 
This is exactly 
what successful 
hardware mer- 
chants do. When 
times are dull and 
when buying has 
fallen off to such 
a degree that it 
begins to cut 
deeply into prof- 
its, these mer- 
chants begin to 
look about for 
lines they can add 
to their stocks 
which will serve to 








4000 population, 
and when one con- 
siders that they 
sold so much of 
this merchandise 
in a town of that 
size in nine 
months, one can 
readily realize 
that there is a 
goodly demand 
and a good profit 
to be made from a 
small investment. 

Perhaps the 
readers of HARD- 
WARE AGE would 
be interested in 
knowing how the 
Sieverding-W alz 
firm happened to 
add the china line. 
Mr. Walz is very 
modest in his 
statements and 








keep up the gen- 
eral volume of 
business. Dul] 
times are great educators for mer- 
chants. They make them get down 
to brass tacks and do some real, 
constructive thinking. There is 
no glory in taking things that come 
easily, but there is a good deal of 
satisfaction in something that comes 
as the result of hard work. Con- 
sequently merchants have had to 
think, and they have concluded that 
the broader their line becomes the 
more general business they will at- 
tract to their stores, so that when 
one line is selling slowly another will 
be carrying the load. 

These merchants point with pride 
at the new departments they have 
added, and if they were asked if 
they were paying propositions, 
about all you would get from them 
would be a smile and a remark to 
the effect that they should have 
added these new lines long ago. 


This is a sample of the kind of displays that assisted in turning 
stock six times in nine months for the Sieverding-Walz Hardware 


merchandising changes. As an ex- 
ample, look at the large number of 
hardware stores that sell electric 
light bulbs, wire, sockets, fuses, 
switches and other electrical goods. 
Many of these same merchants are 
selling radio supplies and others 
have added large seed departments. 
Invariably they are greatly pleased 
with the amount of business that 
has come to them from these little 
trips off the beaten track they usu- 
ally tread. 


Six Turnovers in Nine Months 


In the April 20 issue of HArD- 
WARE AGE appeared a story telling 
how the Green Bay Hardware Co., 
of Green Bay, Wis., sold $1,500 
worth of china and glassware in 
sixty days from a $3,000 stock. 
The smaller dealer will say that 
Green Bay is a large place, and such 


explains that he 
was familiar with 
china before he 
became a partner of the firm about 
two years ago. He found that there 
was plenty of floor space, and after 
looking around over the town, de- 
cided that a line of china would 
pay in his store. He arranged good 
floor space with attractive tables 
and made an up-to-date department. 

The china is displayed on table 
cloths which give the correct din- 
ner table effect, and price cards 
show the shopper at once the value 
of the ware. Attractive posters are 
used throughout the department to 
catch the attention and’to point out 
the selling features. The ladies find 
it a pleasure to look around in this 
department, and the firm is able to 
attract trade that could not have 
been otherwise induced to come in 
the store. A woman will always go 
where there are pretty dishes and 
glassware to be found. The woman 


over the chinaware 
Co., Le Mars, Iowa 
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also makes a large percentage of 
all home purchases and her trade 
is exceptionally desirable to any 
dealer. She buys washing ma- 
chines, stoves, cooking utensils, 
electric irons, varnish and countless 
other things. 

The Sieverding-Walz windows are 
given very careful attention and 
are always well worth looking at. 
The illustration of a window: re- 
cently used by this firm shows how 
exceptionally attractive a hardware 
display can be made. The flowers 
in the vases and bowls set off the 
picture and the draperies, and 
cloth covering the stands and dis- 
play tables does much toward dress- 
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draws new business. Every Satur- 
day this firm tries to have some spe- 
cial to run for that one day only, 
and this keeps the entire public in- 
terested in the china department. 

Some wall cases have been fitted 
up for the glassware. This is a 
very good way to stock this class of 
merchandise, especially when there 
are indirect lights in the case. One 
table of the department is given 
over to artificial flowers and bulb 
dishes. They also sell the bulbs 
and any other kind of seed that may 
be wanted for flowers, lawn or 
garden. 

There is a steady 
year round for china, 


demand the 
glassware 
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he is sure to lock his doors Christ- 
mas Eve with a great sigh of satis- 
faction over the big business he 
has done. The same thing applies 
to the wedding season of June. 

The china department in any 
store goes hand in hand with the 
cooking utensils, household helps 
and other hardware that the house- 
wife continually uses. Cater to the 
housewife, for she is a valuable cus- 
tomer. Make your store her shop- 
ping headquarters. Get her started 
coming your way and she will re- 
main a good customer and a fine 
advertiser for you. If necessary, 
put some woman in charge of your 
china and household departments. 




















The chinaware department of the Sieverding-Walz Hardware Co. is arranged in such a manner as to permit the customer ta 


move about without endangering the various dishes. 


ing the window and giving the 

china a proper setting. 
Advertising in the local papers 

keeps the interest aroused and 


to its attractiveness 


and pottery. The holiday shopping 
season will increase this demand, 
and if a dealer has a well selected 
stock and keeps it well displayed 


The chinaware is displayed upon tables covered with napery, which adds 


You will be surprised how a woman 
salesman can tone up a place and 
how much business she can find 
where there was nothing before. 


A New Profit Word in the Hardware Trade 
Learn the Meaning of “Re-Hardware” and Make the 


6 E-HARDWARE”; v., 1. to 

install new builders’ hard- 
ware on doors, windows, cupboards 
and drawers; 2. to protect life and 
valuables with sure and safe locks; 
3. to enhance decorations and to in- 
crease the value of buildings. 

This is the new word with the big 
idea that means dollars and cents to 
you and to every progressive hard- 
ware dealer in the country. 

Think of the sales possibilities 
back of it. Think of the houses in 
your town that need new locks, new 


Most of It in Your Business 


clasps, new catches, new hardware 
all through, or the stores that could 
be improved by new hardware on 
their front doors, or the endless num- 
ber of buildings that would be in- 
creased in value by the “re-hard- 
waring” operation. 

Isn’t this just the thing you need 
to help stir up more business this 
year? The time is undoubtedly ripe 
for an aggressive campaign to boost 
the sales of builders’ hardware. 

Your town-folk must be made to 
realize first that old locks are danger- 


ous, they must be taught that “re- 
hardwaring” is even more necessary 
than renewing, repairing and re- 
decorating; then they must be shown 
that the increased value to their 
buildings is ten times as great as the 
cost of “re-hardwaring,” and finally 
they must be told how easy it is to 
do the job, that most any one can do 
it with awl and screw-driver. 

Once this new work is really 
driven home you will know it by in- 
creased activity in your builders’ 
hardware department. 
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Silverware and the June Wedding Season 


Plated Ware of All Kinds Has Made a Place for Itself in the 
Hardware Store and Is Ideal for Gift Purposes 


it was that first inaugurated 
the custom of holding wed- 
dings during the month of June, 
neither does she state when the cus- 
tom first began to be observed. 


Hit wes does not state who 


That silverware lends itself particularly to beautiful and artistic displays is proven by these illustrations. 
W. J. Pettee & Co., Oklahoma City, Okla., while the other is from the Southern Hardware 


top of the page is from the store of 


Suffice it to say that June furnishes 
a perfect setting for weddings and 
for honeymoons, and by virtue of 
that fact occupies the premier place 
as season when such events are 
solemnized. 


Co., Tulsa, Okla 


Weddings means’ guests and 
guests in turn mean gifts. When 
the average person thinks of pur- 
chasing a wedding gift his mind in- 
variably turns to the jeweler’s or 
the furniture store. This is due to 


The display at the 
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long association, and it is a difficult 
idea to live down. Should anyone 
a generation ago have suggested the 
hardware store as a place where 
wedding gifts were to be purchased 
his words would have been received 
with incredulous surprise. Times 
have changed, however, and to-day 
the hardware store is in a position 
to supply the needs of the purchaser 
of wedding gifts, be those needs of 
an artistic or utilitarian nature. 


Silverware the Ideal Gift 


Many a woman, or man for that 
matter, receives a wedding invita- 
tion and proceeds to think over 
what would be a particularly ac- 
ceptable gift for the bride and 
groom. Nine times out of ten the 
first thing to be considered will be 
silverware, and in the majority of 
cases the search ends right there. 
Silverware in all its forms may 
justly be regarded as a staple for 
the June gift season. 

Back in the days before the great 
war or before the Mexican revolu- 
tions a considerable number of 
these gifts were of sterling silver. 
Trouble in Mexico resulted in the 
cutting off of the supply of silver 
bullion to a large extent, and the 
European war served to make this 
condition worse. The law of sup- 
ply and demand then made itself 
felt, with the result that the value 
of silver soared to unprecedented 
heights. The price of silverware, 
of course, paralleled the increase in 
bullion, and the giving of sterling 
silver wedding gifts became less 
frequent. 


Demand for Plated Ware 


At the present time there is an 
ever increasing demand for plated 
ware for wedding gift purposes. 
Sets of flatware, trays, pitchers, 
platters, vases and tea, coffee or 
chocolate services are sought after, 
not only during June but during the 
October wedding season, the Christ- 
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mas holiday period and at all times 
in between these festal seasons. 
Moderate in price it is also pos- 
sessed of the sister virtues of beauty 
and utility and for these reasons is 
particularly acceptable. 

Plated silver is an ideal line for 
the hardware store to carry, and 
this fact is already recognized by a 
majority of the retail merchants at 
the present time. It is in demand, 
yields a decidedly worth while 
profit and is a decided asset for pur- 
poses of display. In this last con- 
nection we are showing two win- 
dows which serve to illustrate the 
display possibilities of plated sil- 
verware. 


Display of W. J. Pettee & Co. 


The first of these shows a win- 
dow of W. J. Pettee & Co., Okla- 
homa City, Okla. This window is 
divided into three sections, the cen- 
tral one being given over to plated 
ware, while the sections to the right 
and left contain both silverware 
and glassware. Ornamental screens 
serve to separate the sections. The 
background is of drapery, the sever- 
ity of which has been relieved by 
the use of branches and sprigs of 
foliage. The silverware, consist- 
ing principally of platters, tea and 
coffee services, gravy boats and 
various other articles of hollow- 
ware is displayed artistically upon 
pedestals which have been covered 
with doilies. Such a display as this 
cannot but quicken the buying im- 
pulses of the prospective wedding 
gift purchaser. 


Suggestions From the Southern 
Hardware Co. 


The second window is that of the 
Southern Hardware Co., Tulsa, 
Okla., and features flatware to a 
considerable degree. In the center 
of the window is a dinner table cov- 
ered with a cloth and apparently 
waiting for the approach of the 
diners. Behind the table is a three- 
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panel screen, which has_ been 
adorned with sprigs of flowers. On 
either side of the table are seen 
small chests of flatware, mounted 
upon pedestals, at the foot of which 
are placed silver hollow-ware and 
pieces of cut glass. On the floor in 
the foreground is a large chest of 
flatware, with the lid thrown back 
in order to display its glittering 
contents. A bread tray gravy boat, 
miniature pitchers and a number of 
other articles of hollow-ware are 
placed to advantage on either side 
of this chest and serve to complete 
an exceedingly attractive display. 

This window was used by the 
Southern Hardware Co. during the 
celebration of its fifteenth anniver- 
sary, which was celebrated during 
the week of March 13. This event 
was well advertised, both by means 
of newspaper ads and by personal 
letters. All window displays were 
changed once during the week, with 
the exception of the silverware win- 
dow, which was allowed to remain 
unchanged during the entire cele- 
bration. 


Invitations Distributed 


The firm’s annual silverware week 
was held during the anniversary and 
this was made known by the sending 
out of engraved cards announcing 
the fact and also stating that repre- 
sentatives of the International Silver 
Company would be on hand to con- 
duct the display and instruct cus- 
tomers in the use of silverware. 
Rosebuds were distributed as sou- 
venirs during the week. 


These are only two instances of 
what may be done with this line 
and should serve to convey some 
idea of the possibilities of this line. 
The mere fact that all hardware 
stores carrying silverware recog- 
nize it as a profit maker is its best 
endorsement and is one that is not 
to be disregarded. 


Catching Their Eyes on the Run 


W. WALLACE, Long Beach, 
J e Cal., uses more of the sidewalk 
than many other merchants do, and 
on certain items his price marks are 
made in much larger figures than 
hardware merchants usually use. 
There is a reason for that, however, 
and it is a good one. 
The Wallace store is on a main 
highway leading from the country in- 
to his city. It is travelled very heavi- 


ly by the farmers who come'to town, 
and as he is not on one of the main 
corners he wants to get a chance to 
say a word to them as they come in. 

In the spring of the year he has 
a row of poultry netting in front of 
the sidewalk with large advertising 
placards on it. Frequently this will 
cause the hurrying farmer to stop 
and at other times it will cause him 
to come to the Wallace store before 


his shopping is completed. The mere 
fact that the large prices catch the 
eye seems to be responsible for their 
wanting to shop there before they 
take it for granted they have been 
everywhere. If a man is interested 
in an oil stove, perhaps has merely 
talked about it at home, and happens 
to catch sight of one before the store, 
he most likely will go no farther, and 
will investigate the store’s prices. 
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When Charles Conover designed this window for the Banister & Pollard Co., Newark, N. J., he introduced an original and effective 
idea into the realm of cutlery displays. In addition to attracting attention this window fulfilled its purpose by increasing razor sales 


Spectacular Displays Boom Cutlery Sales 


Startling and Unusual Display Methods Sell Razors for 
Banister & Pollard Co., Newark, N. J.—Ludlow 
& Squier Also Draw Dividends on Originality 


E Americans love the spec- 

tacular. It is a national 

craving. The prodigies of 
Babe Ruth, the feats of Jack Demp- 
sey, our political campaigns, our 
newspapers, our buildings and our 
moving pictures all attest to this 
fact. Even upon the broad field of 
merchandising men are continually 
searching for the spectacular to aid 
them in the display and sale of 
goods. It invariably happens that 
when they find it and use it with 
judgment, the results more than 
compensate them for their time and 
trouble. 

Sameness of Display 


During June it is perhaps safe 
to venture the estimate that at least 
eight out of every ten stores will 
feature June bride and graduation 
utilities and gifts. On the princi- 
pal shopping streets in practically 
every town and city throughout the 
country store windows will be deco- 
rated with bridal gifts and gradu- 
ation presents of every conceivable 
description. 

There will be very little variety 
among the shop windows except in 
the character of goods which are dis- 
played. In practically every win- 


dow the June bride will be featured 
in every conventional way to the 
point of monotony and utter bore- 
dom. 

Thousands of people who are not 
going to be married or who do not 
know anybody who is will pass 
these windows by with a casual and 
uninterested glance. For, after all, 
the number of June brides, bride- 
grooms and graduates is in propor- 
tion to the rest of the population 
of the country necessarily limited. 

Now visualize, if you will for a 
moment, any street in any city or 
town in the United States during 
June with all of the shop windows 
devoted to displays for and about 
the June bride. Suppose you were 
walking down the street. You 
quickly become aware of a certain 
sameness about all of the windows, 
and consequently your _ interest 
wanes. 

But suppose you suddenly came 
upon a window display in a hard- 
ware store similar to either of these 
which are reproduced as illustra- 
tions for this article. You are im- 
mediately confronted with a strik- 
ing contrast, which is both surpris- 
ing and agreeable. 


Examine the window display of 
razors which Charles Conover, the 
window designer at Banister & Pol- 
lard Co., Newark, N. J., arranged 
with exceptional skill and ingenu- 
ity. Razors are of course an old 
subject. Yet here they are treated 
in a different and spectacular way 
that commands attention. 

This display is perhaps one of 
the most persuasive selling win- 
dows that we have seen. The 
razors, as you will see, are mounted 
on cardboard. On the same card- 
board with each razor is a convinc- 
ing sales point. On the floor of the 
window are hats, shoes, collars, 
gloves and coats. 


Driving the Selling Point Home 


“You buy the collar that fits your 
neck,” says the card above the as- 
sortment of collars. “Buy the razor 
that fits your face,” it advises, add 
ing that the razors di8played art 
“ground and honed for  heavj 
beards or very tender skins, an¢ 
also rounded at the ends for ner: 
vous men.” 

This same idea is carried out on 
nearly every card. For instance, 
here are some of the arguments on 
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Knives by the bucketful brought cutlery profits to Ludlow & Squier, Newark, N. J., 
thanks to William Morrow, who installed this out of the ordinary display 


some of the other cards and be- 
neath each card is the article men- 
tioned: 

“You buy the hat that fits your 
head, buy the razor that fits your 
face. Ground and honed for me- 
dium beards or skin exposed to the 
weather. 

“You buy the coat that fits your 
back; buy the razor that fits your 
face. We have them ground and 
honed for wiry beards and very 
tender skins. 

“If you could buy silk shirts,” de- 
clares another one of the cards, “at 
$2 each, they would not interest 
you for your personal use if they 
were two or three sizes larger than 
the one you wear. You buy the 
shirts that fit your back; buy the 
razor that fits your face.” 


On one of the days during which 
this display was in the window a 
young fellow walked into the Banis- 
ter & Pollard store and asked to 
see the silk shirts which were being 
offered at $2 each. The salesman 
told him that he did not have any 
shirts for sale and explained the 
substance of the sign in the win- 
dow to him. The young fellow’s 
face was slightly chapped and the 
salesman engaged him in conversa- 
tion about his shaving experiences. 
In a short time he had convinced the 
man who wanted silk shirts that 
what he really wanted was a razor 
that fitted his face. The sale was 
made and the man left the store, 
highly satisfied. 

During the time that the display 
was in the window there was al- 
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ways a crowd of men and boys in 
front of the store and the sale of 
razors exceeded the most hopeful 
expectations of the management. 
Furthermore, customers who en- 
tered the store for razors had to go 
to the cutlery counter to make their 
purchase, and many of them saw 
pocket knives, scissors and carving 
sets which with a little salesman- 
ship they were induced to buy. 


Another Novel Window 


Another window display more on 
the June bride order but featured 
by a note of novelty was arranged 
by William Morrow, window de- 
signer and advertising manager at 
the store of Ludlow & Squier, also 
in Newark. A 49-cent sale of 
pocket knives is the feature of 
this display. The knives are shown 
in buckets in the front of the win- 
dow. A strong piece of cardboard 
was used near the top of the buck- 
ets, so that they served the double 
purpose of being small tables for 
the knives and spectacular features 
to attract interest. The usual vari- 
ety of June bride gifts are also 
shown in the window, including 
carving sets, kitchen cutlery, cas- 
seroles, electrical specialties and 
brief cases. 

The buckets full of knives, of- 
fered at 49 cents each, and a large 
poster pasted on the glass in the 
upper part of the window announc- 
ing the special sale gives to the 
display a spectacular touch which 
perhaps did more than anything 
else to make the window as good 
from a selling point of view as 
many of the others that Mr. Morrow 
has arranged. 

These two window displays attest 
to the value of the spectacular dis- 
play. Why not try something dif- 
ferent this June from anything else 
that you have ever had before, 
something that will individualize 
your store and add to its prestige 
as one of the centers of interest in 
your town? 


When the Trade Needs Coaxing 


HEN business comes harder 
W passiveness will not keep sales 
within sight of last year’s record. 
Special attention to every lagging 
line is necessary. 

It is not every motorist in the 
county who owns a road map of the 
state, but we know of a hardware 
store which is building up a business 


on automobile tires and accessories 
which has one installed for the con- 
venience of its visitors. 

This map is opened and is spread 
against the panel of the window 
background with the list of the towns 
and the keys in a book at one side 
for handy reference. On the outside 
of the window in gold letters is this 
notice: 


“State Road Map and Official Guide In- 
side. Use it.” 

As the motorists of the community 
in cars are frequently making trips 
that they used to make over the rail- 
way lines, they have occasion to come 
in from time to time and look over 
the map. Incidentally, they get 
acquainted with the store and the 
stock and when they are in need of 
anything patronize that store. 








JMI 


June 1, 1922 


HARDWARE AGE 


19 


Celebrating Flag Day in Your Community 





June 14th is 
Flag Day and 
it Offers the 
Hardware 
Merchant an 
Unusual 
Opportunity 
for Appealing 
Displays 


OOOO a 
LAG DAY 
Fk: omes this 
year on Wed- 


nesday, June 14. 
It is not an offi- 
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The Flag as 
We Know It 
Is a Gradual 
Outgrowth 
of the One 
Adopted by 
Congress 
During the 


Revolution 
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The number of 
suitable gifts 
that the modern 
hardware _ store 
stocks is not lim- 
ited to housefur- 


Ay 
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cial holiday, al- 
though it is ob- 
served unofficially by most schools 
and many societies and clubs. 

But the flag as we know it to-day 
did not become the national emblem 
of the United States on June 14, 
1777. It was not until July 4, 1818, 
that the present national emblem of 
the United States was first used. 

The first legally established na- 
tional emblem of the United States 
of America was adopted by the 
Congress June 14, 1777, which pro- 
vided that the flag of the thirteen 
United States should be thirteen 
stripes, alternately red and white, 
and that the symbol of the union 
of the states should be represented 
by thirteen stars, white in a blue 
field, symbolically representing a 
new constellation. 

This form was altered by an act 
of Congress January 13, 1794, which 
provided that after May 1, 1795, the 
flag of the United States should 
consist of fifteen stripes and fifteen 
stars. 

In 1818, however, on April 4, the 
flag was re-established as thirteen 
horizontal stripes, alternately red 
and white, the union to be repre- 
sented by twenty stars, white in a 
blue field. It was further provided 
that one star was to be added to 
the union on the admission of every 
new state, and that the addition 
should be made on the fourth day of 
July succeeding each admission. 
This flag was. first used July 4, 


The Hall Hardware Co., Oak Park, IIl., 
hereby shows that it realizes the display 
value of flags 


1818, and is still the recognized na- 
tional emblem of the United States 
of America. 

There are many hardware mer- 
chants who sell flags, and there is 
probably no more appropriate day 
on the calendar for holding a spe- 
cial flag sale. 

As a matter of fact a special flag 
day sale, embracing every kind of 
specialty and gift article that is 
carried in the modern hardware 


ince Congress acclaimed it and chose it, 
In troubled Colonial days, 

The flag has been grossly presented 
A hundred and two different ways. 


For puffy, bluff-bloated bamboozlers 
All use it to further their game, 

Because they’re unable without it 
To win either profit or fame 


But though there is something su 
About the sort of a man 

Who sticks it all over his billheads 
ind anywhere else that he can, 


spicious 


The ideals for which it’s the symbol 
ire still remembered by some, 
Who believe that through liberty only 
Can real democracy come 
C.D 


store, would undoubtedly, if it were 
well advertised, stimulate interest 
in any community. A free flag with 
every $10 purchase might also be 
used as an attraction. 


nishings and kit- 
chen ware. There are many de- 
sirable articles for both graduates 
and June brides, besides electrical 
specialties and appliances. Sport- 
ing goods and cutlery, cameras, 
toys, fountain pens, phonographs 
and even kits of tools and radio 
outfits for the boy graduates are 
now listed among the leading spe- 
cialties by the progressive hard- 
ware merchant. 

It might also be practical publicity 
for hardware merchants in some 
communities to present a number of 
small flags to the school children for 
the flag day exercises that are held 
at most of the public schools. 

Flags do not enjoy large sales at 
any time of the year as a rule and 
Flag Day is probably the one day 
of all the three hundred and sixty 
five that is conspicuously favorable 
for selling flags to business houses 
and householders. 

The illustration on this page show- 
ing a window display of flags of all 
sizes installed by the Hall Hardware 
Co., Oak Park, Ill., is an example of 
what can be done to advertise flags in 
the store window. A display of sea- 
sonable June merchandise attrac- 
tively grouped and decorated with 
flags for a Flag Day sale could be 
arranged with very little trouble. 

Think it over and lay your plans 
to make Flag Day this year memor- 
able in the history of both your 
community and your store. 
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The Friendly Road 


backs up the man under him in public and 

tells him the truth regarding his faults in 
private; the second type censures the employee 
in the presence of his associates and of customers. 
The first class succeeds in instilling loyalty in a 
man, and succeeds in creating in him a desire to 
do better. The second type of employer makes 
his employees shun his presence and makes them 
deceitful and resentful. Which type of man will 
have the cooperation of his employees and which 
will be the greatest success financially and other- 
wise? It’s an easy question to answer. 


4 eo are two classes of employers. One 


* %* %* 


The gift of gab to some of God’s creatures is 
to them remunerative, but to those who listen it 
is “as sounding brass or a tinkling cymbal.”— 
From a letter to The World (N. Y.). 


* * * 


There is an ever increasing demand for young 
men in business. Youth brings new ideas, speed, 
enthusiasm and idealism, and there is an old 
saying to the effect that youth will be served. 
Large companies throughout the land are en- 
deavoring to get younger men in their various 
departments and the desire for the comparatively 
young man has penetrated the ranks of both in- 
dustry and merchandising. In the desire to ob- 
tain men with a fresh viewpoint employers are 
often inclined to forget the older men in their 
organizations and to put them aside. Stop and 
consider the wisdom of such a step before you 
take it, however, for the old employee has often 
a personality that is respected by your cus- 
tomers. He knows the customers, their likes and 
dislikes and it is often his personality and not 
your goods or your prices that is responsible for 


your success. 
* %*% 


Some men resemble electricity in that they are 
useful but dangerous. 
* * * 


Avoid conceit as you would bad company. In 
our opinion there is nothing quite as bad as a 
man who thinks that he is the exact center of the 
solar system and who has the idea that he is 
indispensable to the welfare of the universe. 
There never was a man in the history of business 
who could not be replaced. Whenever you begin 
to think that you are a little better than anyone 
else, pause a minute and reflect that there are 
about 110,000,000 people in this land of ours, and 
that if you were really the man you think you 
are you would be occupying a better position 
than you now hold. 


The ostrich has a habit of hiding his head 
in the sand and thinking that no one can see 
him for the reason that it is impossible for him 
to see anyone else. There are a good many em- 
ployees who are human ostriches in that they 
believe they have no faults or shortcomings for 
the simple reason that they cannot see them 
themselves. These are the men who when called 
to account by their employers spend several days 
in sulking and telling their fellows that they 
are being “picked on.” It might be well for 
these men to look at themselves when their work 
is criticised instead of regarding their employ- 
ers as unjust critics. 


% * * 


You rarely hear a hustler say that business 
is poor and that things are going to the dogs. 
The man who is up on his toes every minute of 
the business day is too much occupied in bring- 
ing in orders to pay much attention to the cur- 
rent gossip on business conditions. This man 
makes his own conditions and does not depend 
upon others to make them for him. 


*% % * 


“Half your troubles vanish the moment you face 
them and the other half disappear if you continue 
to face them.”—Lloyd George. 


* * %* 


We all make mistakes and probably will con- 
tinue to do so. We should not harp upon them, 
mingling curses about hard luck with self pity. 
On the contrary we should view each error made 
as an important lesson, a guide to the future. 
We should benefit from our mistakes and utilize 
the experience gained to prevent a recurrence 
of the same mistakes. 


* %* * 


They say that the early bird catches the 
worm but it’s a sure thing that he doesn’t have 
to stay up all night in order to be the first one 
on the job. 


* * * 


“I haven’t time to take a vacation this sum- 
mer.” Many an employer is saying that at this 
very minute and the great majority of them will 
do as they say and will work all summer long. 
About the time of the Christmas rush you will 
be able to tell just who these men are for their 
lack of relaxation will show in their faces, their 
actions and their tempers. You owe it to yourself, 
your employees and your business to forget busi- 
ness for a couple of weeks this summer. You will 
be a better all around man if you do. 
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EDITORIAL COMMENT 


A Month for Sales 


ous mannered May, has come again upon 
her annual pilgrimage to earth. 

Nearly half of the sand in the hour glass 
of the year has fallen from the present to the 
past. It seems only a few days ago that we be- 
held the image of our hopes and dreams reflected 
in the lower portion of the glass which is now 
half filled with memories and sand. Yet even as 
we look there are other hopes and dreams we 
never saw before. 

Perhaps it is the influence of June that enables 
us to see these. Nature has favored June with 
romance and enchantment. For what other visit- 
ing month, except December, receives from men 
and women the homage and the hospitality ac- 
corded June? What other month becomes as 
deeply dimpled from smiling upon nervous 
brides who insisted upon her presence at their 
nuptials? What other month, indeed, attends so 
many graduation exercises, or brings so many 
roses with her? 

This is, perhaps, as.it should be for no holi- 
days have given June the pleasure of their com- 
pany. Nature and Custom have been her only 
attendants since she first began visiting the 
earth. 

But speaking in a more material sense, dur- 
ing this month when graduations are being held, 
either in expectancy or in reality, and when the 
high seas of matrimony are claiming their annual 
and irreducible number of adventurous girls 
and boys from the blessed isles of youth, a kindly 
circumstance has arranged matters for the con- 
venience of merchants, who do themselves and 
their communities a service whenever they hold 
special sales of suitable gifts for brides and 
graduates. 

June is gradually becoming nearly equal to 
December as a month of sales. This is not, of 
course, generally recognized as yet because no 


nies the daughter of fickle April and seri- 


concentrated attempt has ever been made to 
stimulate June sales. 

In foreign countries December holiday buying 
is proportionately, in nearly every nation, far 
below what it is in the United States. Construc- 
tive merchandising methods and aggressive 
salesmanship have made possible in this country 
the extensive and intensive selling which fea- 
tures December. 

These same methods applied to the stimulation 
of business during the month of June would 
place two high peaks upon the merchandising 
charts of the year where now there is only one. 

There are a large number of articles which 
the modern hardware store carries that are suit- 
able as gifts for the bride and the graduate, but 
aside from those there are many other items of 
merchandise which deserve an equal share of 
sales attention, and which command the interest 
of a wider variety of people than all the brides 
of June and graduates combined. 

Special sales efforts, advertising and educa- 
tional work directed toward increasing the turn- 
over of sporting goods, toys, electrical goods, 
radio equipment, automobile accessories, tools 
and even many of the well known staples, in com- 
bination with the customary bride and gradua- 
tion gifts, should be easier to accomplish in June 
than at any other time except during the last 
month of the year. 

The mental attitude of the buying public is 
now receptive. The majority of people recog- 
nize that it is customary to give certain gifts in 
June. Many people are also in a state of antici- 
pation for the vacation season and realize the 
necessity of purchasing indispensable vacation 
supplies. 

June is the psychological month for bold and 
constructive salesmanship. Now is the time. 
The opportunity of holding special sales embrac- 
ing practically the entire hardware line will not 
come again until the cold and bleak December 
casts its spell upon the sun. 
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Hardware Profits in Unused Back Yards 
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New York State Firm Devises Interesting 
Method of Selling Garden Essentials 


the northern part of New 

York State that is in a fair 
way to do a record business in gar- 
den tools in its territory. By util- 
izing one of the biggest and prob- 
ably the best principles of business, 
it is building up an enthusiastic 
sales force that systematically cov- 
ers the entire city in which the 
firm is located. 

The idea back of the campaign 
was conceived by the assistant sales 
manager. He came to the conclu- 
sion that only about 30 per cent 
of the space in the average back 
yard of the city home is used for 
any practical purpose. The suc- 
cessful sales campaign was worked 
out on the idea of a 100 per cent 
practical utilization of back yards. 
Here is where the big principle of 
business came in—by increasing 
the value of back yards to home 
owners, tools sold by this company 
would sell themselves and would 
mean a profitable investment to the 
buyers. 

The president of the company 
heartily approved of the idea and 
gave the assistant manager carte 
blanche in carrying it into execu- 
tion. 

The assistant manager first fig- 
ured out as nearly as possible the 
food needs of the average family 
of 4.6 persons. Then he secured 
the aid of an expert from his state 
college of agriculture in plotting 
out a back yard so as to secure a 
maximum amount of that food 
from it. 

The next step was to draw up a 
prospectus—a little booklet—en- 
titled “Making Your Back Yard 
Pay.” In it he described pictur- 


‘eo is a hardware firm in 


Coming Hardware Conventions 


NATIONAL RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Chicago, IIl., 
June 19, 20, 21, 22, 23, 1922. Head- 
quarters, Hotel Sherman. Herbert P. 


Sheets, secretary-treasurer, Argos, Ind. 

WEST VIRGINIA HARDWARE ASSOCI- 
ATION CONVENTION AND EXHIBITION, 
Huntington, Jan. 30, 31, Feb. 1, 1923. 
Carson, 


James B. secretary, 1001 





By RosBert L. VOORHEES 


esquely the possibilities of a back 
yard, and showed how a few dollars 
spent now would not only be re- 
turned with interest but would also 
beautify the home. 

He then began a search for a 
sales force. He wanted enthusias- 
tic men who knew farming, because 
a knowledge of soils and growing 
practices was essential. He also 
wanted men who would work on 
commission alone, if possible. , He 
found just what he wanted in the 
way of a sales force in the agricul- 
tural department of one of the city 
high schools — fifteen young men 
who needed money to help pay 
board and were willing to work for 
it. He then divided the city into 
seven sections and picked the seven 
most reliable men from the fifteen 
to cover them—giving each one a 
monopoly of his respective section. 


Direct Publicity Campaign 

The men were introduced to their 
prospective customers by a direct 
mail publicity campaign. Each 
householder listed in the city di- 
rectory was sent one of the attrac- 
tive booklets, “Making Your Back 
Yard Pay” and other pertinent sales 
material, including the personal 
touch embodied in a sales letter. 

Each person who subscribed to 
the service paid $5 to the student 
for his “back yard architecture.” 
This consisted of making a plan of 
the garden as it should be, set out 
to fruit, vegetables, berries and 
flowers, and the work necessary to 
prepare it. 

The plan took well because the 
young salesmen were able to show 
beyond a doubt that a well planned 
back yard was able to supply all 





Schwind Building, Dayton, Ohio. 

ILLINOIS RETAIL HARDWARE ASSOCI- 
ATION CONVENTION AND EXHIBITION, 
Hotel Sherman, Chicago, Feb. 13, 14, 
15, 1923. L. D. Nish, secretary-treas- 
urer, Elgin, Ill. 

NEw YoRK STATE RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXPOsI- 
TION, Rochester, Feb. 20, 21, 22, 28, 





the vegetables, fruit, berries, fresh 
or canned, used by the average 
family. In addition, the yard was 
made more beautiful. 

The big asset to the firm was that 
in nearly every case intense inter- 
est of the householder was aroused 
in the work of the young students 
in renovating the back yard. Its 
real possibilities were shown and 
there was little hesitation in buy- 
ing garden tools. Hoes, rakes, clip~ 
pers and many other utensile were 
purchased. Then later the young 
students talked of pressure cookers 
for use in canning fruit, lawn mow- 
ers and other hardware. 

The assistant manager had seen 
that the name of the company was 
well connected with the campaign, 
in this way securing a majority of 
the trade in the city. Sales of all 
kinds of household hardware were 
increased 34 per cent in four 
months, and the name of the com- 
pany has become so well known that 
it is almost certain it will secure a 
majority of the follow-up trade. 

At present the campaign is being 
extended to nearby cities. It has 
infinite possibilities, as the com- 
pany officials found. Paint, hose, 
garden tools and countless other 
hardware commodities can _ be 
worked into the campaign. It lends 
itself to excellent publicity, and by 
showing value to buyers and agents 
makes sales more than twice as easy 
as if the only real profit shown was 
to the hardware company. 

Once the campaign is_ started 
practically all that the company 
officials have to do is exercise a 
supervision of the agent’s work. 
There is practically no cost at- 
tached to it. 


1923. Headquarters, Powers Hotel. 
Sessions and Exposition at Exposition 
Park. John B. Foley, secretary, City 
Bank Building, Syracuse, N. Y 

NEW ENGLAND HARDWARE DEALERS’ 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Mechanics’ Building, Boston, 
Mass., Feb, 21, 22, 23, 1923. George 
A. Fiel, sec., 10 High St., Boston. 
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Retiring President W. M. Terrell 


HE hardware men of the Carolinas 

are live wires. They knew that 

they had seventeen previous ban- 
ner conventions with which to compare 
this year’s efforts, and so with charac- 
teristic determination they set out to 
make the eighteenth annual convention 
of the Hardware Association of the 
Carolinas the top-notcher of them all. 
If the opinions of delegates, exhibitors 
and visitors count for anything, we can 
safely say they put it over. 

The convention was held in the beauti- 
ful city of Winston-Salem, N. C., at the 
Robert E. Lee Hotel, while the exhibits 
were staged in a large packing ware- 
house about a block from the hotel. They 
were high class exhibits, too, with a 
good representation of hardware prod- 
ucts and the hall was well patronized by 
visiting dealers. The sessions were held 
twice daily, from 10 to 12 and from 2 
to 4, and were never allowed to drag 
for a single moment. The addresses 
were of high order, and there was an in- 
terest manifested in the question box 
discussions that spoke volumes for Caro- 
lina hardware merchants. President W. 
M. Terrell, Hartsville, S. C., made an 
ideal presiding officer. Assistant-Sec- 
retary A. R. Craig was always on the 
job and kept the wheels turning, and 
General Tom Dixon, secretary, manager 
and general good fellow, left no stone 
unturned to make the convention a 
memorable one to those fortunate enough 
to be present. 


A Royal Welcome to Royal Good 
Fellows 


The first session opened promptly at 
3:30 p. m., Tuesday, May 16th, with 
President Terrell presiding, and the 
delegates received a royal welcome from 
Mayor James G. Hanes, of Winston- 
Salem, in behalf of the city. Peter A. 
Gerrell likewise extended a welcoming 
hand in behalf of the Chamber of Com- 
merce, and J. M. Rogers, president of 
the Brown-Rogers Company, spoke for 
the local dealers. Walter Watt was 
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Holliday Heads Carolinas Association 


Hardware Association of the 


Carolinas Holds 


Eighteenth Annual Convention 


at Winston-Salem, N. C., 

May 16-18—Interesting 

Addresses and Question 
Box Discussions 


Feature Sessions 


called in as a pinch hitter to respond for 
the association and bagged a home run. 
He conceded many good things to Win- 
ston-Salem but served notice that Char- 
lotte still had its hat in the ring and was 
going strong. He touched briefly on the 
insurance work of the association and 
declared that the pleasantest recollec- 
tions in life are those of the impossible 
things that men have done. 


Llew Soule Urges Training for 
Employees. 


The last speaker of the session was 
Llew S. Soule, editor of HARDWARE AGE, 
who spoke on the personal element in 
business. He declared that the greatest 
impediment to business is in the petty 
jealousies, hatred and misunderstanding 
among merchants. These he character- 
ized as mental excess baggage. He spoke 
feelingly on the co-operation which ex- 
ists among association members, citing 
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“Grend- 
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Why they call the 
pa” These are 
Florence 


rew president 
the Holliday 
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the fact that 99 per cent of those who 
attend conventions are successful busi- 
ness men. Mr. Soule emphatically ex- 
pressed the belief that the traveling 
salesmen are entitled to the same con- 
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President McD. Holliday 


sideration at the hands of a merchant 
as are the customers, and that mer- 
chants should learn to make their stores 
their business homes. He took up the 
cudgels in behalf of the hardware clerk 
who, he declared, did not in many cases 
receive the instruction and consideration 
due him as a contact point between the 
store and the customer. 

The two sessions scheduled for Wed- 
nesday were merged into one in order to 
allow the delegates to take a trip 
through the Reynolds tobacco factory, 
and the Question Box was given the 
opening hour. S. R. Miles, of the Na- 
tional office, was in charge and put con- 
siderable vim into the discussions. 

The leading question, “What is going 
to be the effect of foreign made goods 
on the hardware market ?”, provoked an 
unusual amount of interest. The tariff 
came into discussion from a non-parti- 
san standpoint. The consensus of opin- 
ion was that foreign goods would bring 
down prices of American merchandise, 
but that American manufacturers are 
able to meet foreign competition. It was 
advised by the majority of speakers that 
if customers demand foreign goods the 
dealer should sell them. 

It was generally conceded that the 
tariff should be handled by business men 
from a strictly business standpoint. 


Address of President Terrell 


President W. M. Terrell, Hartsville, 
S. C., then delivered his annual address 
during the course of which he reviewed 
the business of the post-war period and 
commented upon some of the mistakes 
made by retailers during that period. 
He said -in part: 

“Our common experiefftte during the 
past few years has clearly demonstrated 
that the larger portion of retail profits 
above a fair and reasonable mark up are 
purely fictitious and temporary and form 
no basis for the dissipation of assets or 
the undue expansion of business. I am 
speaking of course, of the merchant who 
is in the business to stay and not the 
“fly by night” who expects to clean up 











on a high market and quit the game. 
It is unnecessary tto add that I am 
speaking only of the merchant who is 
honorable and fair in his dealings with 
his customers and who values highly his 
reputation and the good will of his trade. 

“It is indeed very unfortunate for the 
general reputation of the retailers that 
too many of them did not clearly analyze 
or fully appreciate their real condition 
during the years of rising values, and 
that during the period of decline they 
have invited public criticism, and -in 
many cases open hostility, because of 
inability in some cases and unwilling- 
ness in others to give their customers 
the advantage of declining markets. I 
wish to add, however, that in my opin- 
ion, much of the criticism against the 
retailer within the last few months has 
been unwarranted and undeserved and 
that on the whole, he has been fair and 
reasonable. 

“There has been one factor, however, 
that has made it impossible to fully 
hedge our business against declining 
values by the method of setting up extra 
profits as special reserves against pros- 
pective losses, and that factor has been 
the Federal income and excess profits 
taxes. The Federal government has 
taken a liberal share of our fictitious 
profits and would not permit the deduc- 
tion of any amount as a reserve against 
future losses. The result has been that 
even in cases where the balance of ex- 
cess earnings after payment of taxes, 
have been carefully conserved that that 
balance has proved inadequate to take 
care of the losses resulting from de- 
clines. In my opinion, the problem of 
taxes, not only Federal, but State, con- 
stitutes tthe biggest problem that the 
business man today faces. The heavy 
increase in expenditures by all units of 
the government during the past few 








Left to right: Assistant Secretary A. R. ae de Charlotte, N. C.; 
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years is a matter of grave concern to 
business interests, and in my opinion is 
retarding business more than anything 
else, the larger the business the deeper 
the cut. 

“In previous years, expense accounts 
have reached a very high mark. Many 
of these items have become more or less 
fixed. This makes it extremely difficult 
to bring the cost of doing business down 
to the old low levels of expense. This 





J. F. McGimpsey, Morgantown, N. C.; McL. Ritchie, China Grove, 
and John McN amara, Orangeburg, 8S. C. 
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for the work it had done in effecting the 
repeal of the North Carolina paint law. 
The subject of freight audit and insur- 
ance were also touched upon and he con- 
cluded with a resume of tthe field work 
accomplished during the year. 


Gorby Gives Advertising Pointers 


One of the features of the convention 
was the excellent address of Capt. J. W. 
Gorby, director of research, Cyclone 

















Left to right: W. 
B. R. Huske, Jr., 


is the probem we must face however, no 
matter how difficult it is and there is no 
easy road to follow.” 


Report of the Secretary 


Next came the report of Secretary T. 
W. Dixon, Charlotte,N.C. The secretary 
reviewed the work done by the associa- 
tion during the past year and reviewed 
a number of the important things which 
had been accomplished during the period. 
He touched upon the subject of group 
meetings and stated that 'they should be 
more liberally attended than they had 
been during the past. He also extended 
appreciation to the legislative committee 





W. Watt, Charlotte, N. C.; 


Mrs. W. . ea Greensboro, N. C., and 
Fairville, N. 


Fence Co., Waukegan, Ill. He said 
in part: 

“The big question for the merchant 
today is how can he make money on a 
declining market. The answer is: 1. By 
close and skillful use of the best in ad- 
vertising. 2. More aggressive methods 
of selling, with the distinct understand- 
ing that the best selling method is that 
which renders the best service to the 
customer. 38. Through a study of turn- 
over, to which the retailer must look for 
his chief source of profit in a declining 
market.” 

Capt. Gorby further advised careful 
attention to selling with the idea of 








Left to right: 


George Wooley, ee Hardware Co.; A. K. 


Dill, Georgetown, S. C.: 


Henry J. Allison, Charlotte, N. C., and 
Miles, National Retail Hardware Association, Argos, Ind. 
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making each sale the basis of future 
sales. He counselled dealers to make 
good use of the dealer helps furnished 
by manufacturers and to read the trade 
papers carefully. In advertising, he ad- 
vised simplicity, stressing the use of the 
article, rather than the article itself. He 
declared tthat the merchant himself was 
the best qualified man to write adver- 
tisements for his store. In advertising 
he said, the dealer should always follow 
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Left to right: Capt. J. W. Gorby, Cyclone Fence Co.; W. C. Johnston, Mooresville, N. C.; E. G. Weir, The Beckwith Co., and 


L. G. Eskridge, Newberry, S. C 


ing, selling, advertising, planning and 
store management. 

The Question Box led off in the Thurs- 
day session with S. R. Miles in charge. 
There was an animated discussion over 
the holding of special aluminum sales 
in which most of the dealers present 
took part. President Terrell told of a 
special sale held in his store which met 
with good results. B. R. Huske, Jr., 
said that the public was more or less 

















Left to right: P. H. Tedder, Hartsville, 8. C.; L. J. Watford, Pageland, S. C.; W. F. 
Masten, Richmond, Va., and W. M. Lee, Jefferson, S. C. 


a consecutive plan covering a consider- 
able period, and stated that most mer- 
chants advertise over the heads of their 
customers. 


S. R. Miles Speaks 


The balance of the session was util- 
ized by S. R. Miles of the National Re- 
tail Hardware Association, in an inter- 
esting talk on the retail hardware store. 
Mr. Miles used a very comprehensive 
chart and covered such items as organ- 
ization, store policy, employees, store 
financing, accounting, insurance, buy- 





skeptical regarding these sales and that 
the people should be fully informed of 
the fact that the goods on sale were 
regular standard goods, the same as 
carried in stock. There was also some 
objection to manufacturers selling alum- 
inum to dry goods stores in competi- 
tion with regular hardware stores. 
Another question discussed thoroughly 
was that relating to credits and collec- 
tions. 


Weir Talks on Retail Selling 
Another excellent address delivered 











Left to right: W. N. Dixon, Brown, Rogers Co., Winston-Salem, N. C.; C. E. Vaden, Richmond, Va.; K. C. Walke, Richmond, Va., 


and T. O. Flowers, Rock Hill, S. C. 












on Thursday was that of E. G. 
Weir, The Beckwith Company, Dowa- 
giac, Mich., on the retail hardware 
salesman. Mr. Weir took the stand 
that the majority of retail salesmen 
are sincere but that they lack knowledge 
of merchandising. Every store he 
said, reflects an atmosphere, either at- 
traction, neutral or negative. The boss 
is the keynote. If he is severe and 
critical he will reflect the negative. If 
he is genial, just and optimistic he will 
reflect the same qualities through his 
organization. 

Selling according to Mr. Weir is the 
act of conveying suggestion to the pros- 
pective buyer until his desire for the 
merchandise to be sold is greater than 
that for the money asked. There are 
two ways to convey suggestion, by direct 
and indirect methods. People are in- 
fluenced through the reasoning mind 
and through their feelings and emotions, 
he said. They reason value in their 
memories. Price does not determine 
sales it is the presentation of value. 
Why talk construction to the reasoning 
mind, he added, when feelings and emo- 
tions really control the sales. Most 
salesmen he said fail because they do 
not get a heart or pride response from 
the customer. He advised dealers to 
read the trade papers, carefully pick 
out the best articles and influence clerks 
to read them. 


The Insurance Meeting 


At the close of Mr. Weir’s address, 
President Walter Watt of the Hardware 
Mutual Insurance Company of the 
Carolinas, took the chair and conducted 
an insurance meeting. Mr. Watt con- 
gratulated the members on the excellent 
condition of their company, the over- 

































head expense of which is less than that 
of any similar organization in the coun- 
try. He announced that there had been 
contemplated the increasing of the divi- 
dends to 50 per cent of the premiums, 
but that in the interest of the members 
the board had decided to keep the divi- 
dends for the present on the 40 per 
cent basis. In closing he said: “We 
are, I believe on the threshold of a world 
wide revival of business prosperity and 
I think there is no place in the world 
that will play a more important and suc- 
cessful part in this happy human drama 
than the dear old Southland, and the 
Carolinas will be her thriftiest hand- 
maidens.” 

Secretary Dixon followed with a re- 
port showing the excellent condition of 
the company after which an election 
was held resulting in the reelection of 
the present members of the insurance 
board. The closing address of the meet- 
ing was that of genial George Gray, 
Coshochton, Ohio, on Mutual Insurance. 
Mr. Gray complimented the association 
on the fact that its fire loss rate is less 
than that of any other insurance com- 
pany in the country. He frankly ad- 
vised the association to stay on the 40 
per cent dividend basis. 

It had been planned to hold a four 


Heavy 


With approximately 100 active and 
associate members in attendance, the 
thirteenth annual convention of the 
American Iron, Steel and Heavy Hard- 
ware Association was held at the Wash- 
ington Hotel, Washington, D. C., May 
23-25. Greetings were extended in 
several speeches, including those. of 
Secretary of Commerce Hoover and 
Vice-President Goodwin of the Cham- 
ber of Commerce of the United States, 
and response for active members was 
made by former President E. J. Mc- 
Carthy, Buffalo, and for associate 
members by G. M. North, Lamson & 
Sessions Co., Cleveland, followed by the 
annual address of the retiring presi- 
dent, Andrew Wheeler, Morris, Wheeler 
& Co., Philadelphia, and numerous 
other addresses covering a wide range 
of topics, including formal talks on 
the steel market and the effect of aban- 
doning the Pittsburgh base. 


The address of President Wheeler 
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Left to right: Walter Hardin, Graham, N. C.; John D. Alexander, American Steel & Wire Co.; George M. Gray, Coshocton, Ohio, 


and George Hardin, Graham, N. C. 


day session of the convention, but the 
press of business was calling many 
cealers home and it was decided to close 
the meetings on Thursday. President 
Terrell again resumed the chair and 

















W. K. Holt, Burlington, N. C. 

took up the closing routine matters. 
Resolutions were adopted thanking the 
people of Winston-Salem, the Chamber 
of Commerce, local committee and news- 
papers for their assistance in making 





Hardware Association 


was cheering in its tone as to improved 
business conditions, particularly dur- 
ing the past three months. He spoke 
of the work of President Harding in 
endeavoring to stabilize economic con- 
ditions, accomplishments of the Peace 
Conference and the recovering of the 
steel industry. 

Mr. Wheeler said that while people 
have expressed the opinion that the 
coal strike has had a good deal to do 
with increased operation, the fact re- 
mains that building operations on a 
large scale formed the first real ton- 
nage which marked the beginning of 
the improvement. This, it was declared, 
was followed by larger purchases: by 
the railroads, “which are now reaping 
the benefits of the wartime passenger 
and freight rates, which are still in 
existence.” 

Mention was made of the new busi- 
ness impetus in the automobile indus- 
try, the large amount of money in this 
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the convention successful. The trade 
papers and speakers also came in for 
thanks and commendation as did the 
jobbers and manufacturers exhibiting 
in the exhibition hall. The place of 
meeting was left to Secretary Tom 
Dixon and the executive board to be 
decided later. 

The Nominating Committee presented 
the following as officers for the ensuing 
year, and they were unanimously elect- 
ed: President, McD. Holliday, Dunn, 
N. C.; first vice-president, L. G. Esk- 
ridge, Newberry, S. C.; second vice- 
president, D. F. Conrad, Lexington, N. 
C.; third vice-president, R. K. Wilder, 
Sumrter, S. C.; secretary-treasurer, T. 
W. Dixon, Charlotte, N. C.; assistant 
secretary-treasurer, A. R. Craig, Char- 
lotte, N. C. 

The Executive Committee consists of 
the above officers with, John McNamara, 
Orangeburg, S. C.; W. E. Phipps, 
Greensboro, N. C. 

Delegates to National Convention 
were chosen as follows: E. W. Duvall, 
Cheraw, S. C., and T. W. Dixon, Char- 
lotte, N. C. 

The convention then adjourned. The 
delegates were entertained Thursday 
evening with a barbecue tendered by the 
local hardware men of Winston-Salem. 


Meets 


country and the necessity of settling 
the foreign exchange situation before 
Europe can readjust finances so as to 
be able to once more engage largely in 
world-wide export and import business. 

Mr. Wheeler expressed the view that 
the consolidation of independent steel 
companies now being proposed will 
work to the ultimate advantage of the 
warehouses. 

“There are a number of other matters 
which will have a distinct bearing on 
our business,’ Mr. Wheeler declared, 
“including the question of the Pitts- 
burgh base, the probable reduction in 
freight rates, and the new tariff bill 
and shipping bill. While I would dep- 
recate anything like a runaway mar- 
ket, I do believe that prices should be 
adjusted to a point where the manu- 
facturers can make a fair return to 
their stockholders, which has not been 
possible during the last eighteen 
months.” 
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Philadelphia Retailers Hold Banquet 


Quaker City Merchants Celebrate Second Anniversary With 
Dinner—Interesting Addresses Feature Gathering 


few years old and already the larg- 
est local retail hardware associa- 
tion in the country is the phenomenal 
record established by the Philadelphia 
Retail Hardware Association, which felt 
inspired to observe the event of its sec- 
ond anniversary in a way commemora- 
tive of its progress on Thursday, 
May 18. An anniversary banquet was 
held, to which was invited the leading 
official of each of the Philadelphia 
wholesale hardware houses and also 
a number of the Philadelphia manu- 
facturers. Needless to state there was 
great interest taken in the preparation 
for this celebration which was mani- 
fested in the large attendance and fine 
spirit of general good will which domi- 
nated the entire program of the eve- 
ning. 
H. D. Kaiser Speaks 


Harry D. Kaiser, president of the 
local association, acted as toastmaster 
and welcomed the guests of the eve- 
ning. He said in part: 

“Two years ago eighteen men assem- 
bled to discuss the formation of a re- 
tail dealers’ organization here. We be- 
lieved it would be of advantage to deal- 
ers, so we started and often wondered 
during our early struggles as to the 
wisdom of proceeding, but tonight we 
stand proud of our family of 260 retail 
dealers who comprise the association 
and prove how competitors, formerly 
working adversely to a large extent, 
are now close friends. We have visit- 
ed the plants of the Miller Lock Co. and 
Henry Disston & Sons, where we re- 
ceived a most cordial welcome, in addi- 
tion to the educational advantages of 
observing materials and methods of 
production which is most beneficial to 
business and had the natural tenden- 
cy to bring us all closer together. 

“‘We decided to celebrate the event of 
our second anniversary by inviting job- 
bers and some manufacturers to join 
us on this occasion because we feel the 
retailer is indebted very much to job- 
bers for his existence in business—we 
could not run or stock up our stores 
without aid from the jobbers. There is 
a cordial feeling between retailer and 
jobber, and we want this feeling to be 
even more cordial and iron out the lit- 
tle difficulties that at times exist, but 
where usually the real interested par- 
ties are not familiar with facts” 

Ernest. Johannesen, president of the 
Pennsylvania and Atlantic Seaboard 
Association, made an interesting ad- 
dress on the proceedings of the Na- 
tional Chamber of Commerce and re- 
ferring to the retailers and their prob- 
lems said: “Organization is the key- 
note of the business world today. It 
is stimulating and aids in the elimina- 


tion of misunderstandings that retard 
good business. In the problem of chain 
store distribution, no real live hard- 
ware man need have fear if he is ag- 
gressive and really studies his business. 
Wherever a live man is located the 
chain store people never attempt to 
locate and furthermore it is a fact 
that where they have located and the 
retailer woke up, the chain store has 
been removed.” 


Retailer and Jobber 


Robert L. Sheppard spoke on the 
“Relations of the Retailer to the Job- 
ber,” saying in part: “The retailer 
cannot live without the jobbers’ co-op- 
eration. The jobber cannot issue divi- 
dends without the retailers’ co-opera- 
tion. Often the salesman is at fault 
for taking an order for merchandise 
when he knows the jobber has not the 
goods in stock and when the salesman 
should honestly acknowledge the facts. 
We cannot sell what we haven’t got, 
whether we be retailer, jobber or man- 
ufacturer. A grouch is a bad thing to 
distribute among people or over a peri- 
od of time so when you have one, take 
the matter up with the man who cre- 
ated the grouch and settle it with him 
personally—not with everybody. Our 
interests are mutual and we enjoy a 
cordial business relationship for that 
reason.” 

Thomas J. Fernley, secretary of the 
Merchants and Manufacturers Associa- 
tion, brought out how very essential 
the jobber is as a distributor because 
of the variety of stock made possible 
to the retailer. He stated that after 
figuring all expenses the average net 
return was a bare 2 per cent to the 
wholesaler. He cautioned all to bring 
their overhead down to a _ pre-war 
basis. 

William B. Munroe, president, Sup- 
plee-Biddle Hardware Co., was in a 
very happy frame of mind and referred 
to the great general good derived from 
closer relationship of all concerned in 
the hardware business. 

John S. Bonbright, vice-president of 
the Pennsylvania Lawn Mower Com- 
pany, was very much to the point in 
his remarks in which he said. “The 
more we get together, the less friction 
we will have.” 

F. J. Semple, vice-president of the 
Simmons Hardware Co., said: “The 
object of this association and these 
meetings is wonderful in cultivating 
friendship. Success depends on ability 
to make friends among customers. As- 
sociation helps solve problems among 
yourselves. I would caution you to 
watch very closely your overhead com- 
pared with your profit.” 


S. Horace Disston, Henry Disston 
Sons Co., made remarks commending 
the work of the association. 

Charles W. Asbury, president of the 
Enterprise Manufacturing Co., said: 
“The meeting of men presents a great 
opportunity for education and I am 
taking away a great deal. The out- 
standing points of education are based 
on friendship and co-operation. Some- 
times suspicion is founded on absolute- 
ly nothing.” He referred to certain in- 
dications of a return to good business 
and stated, “Production in April ran 
higher than the pre-war rate. There is 
certainly a better psychology in the 
farmers’ mind as the price of his prod- 
ucts advanced since December with 
prospects bright. The railroads are 
now earning satisfactory returns on in- 
vested capital and the result is better 
buying. The building industry has im- 
proved and the building of homes is 
beneficial in its effect on rents and 
items of living are modified by the ac- 
tivity in building. There is not much 
structural work under way because of 
the labor condition and financial situa- 
tion. Financial institutions are not 
freely advancing money on building op- 
erations. Financial institutions are 
seeking investments, however, where a 
short time ago they were not. Looking 
in the reasonably near future we see 
hardware activity with strong possi- 
bility of advancing prices in the mid- 
dle fall season.” 

Charles Z. Tryon, Edward K. Tryon 
Co., said: “The retail merchant can 
help the jobber by adhering to stand- 
ards of types and designs. Some mer- 
chants want something just a little dif- 
ferent which makes it somewhat diffi- 
cult for the jobber who has to increase 
his lines when standard goods would 
meet all requirements.” 

John Williams, Fayette R. Plumb, 
Inc., stated that his trip through the 
South and Southwest had convinced 
him that we have gone through the val- 
ley and we are now going up on the 
other side. 


Webster and Stearns Merge 

The F. I. Webster Co., Turners Falls, 
Mass., and the Joel M. Stearns Co., 
Greenfield, Mass., retail hardware deal- 
ers, have consolidated under the firm 
name of the F. I. Webster-Stearns 
Hardware Co., and in addition to con- 
ducting stores in these two places will 
operate one in Brattleboro, Vt. The offi- 
cers of the company are: Frank W. 
Hance, president; Joel M. Stearns, 
treasurer. The Webster company was 
organized in 1868, and the Stearns com- 
pany in 1910. 
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Hardware, 


Getting “Class” in the Illustration 


No. 1 (2 cols. x 8 in.) 

Henry B. Goldcamp of Goldcamp 
Bros. & Co., Ironton, Ohio, sent us this 
mower ad and wants to know what we 
think of it. Our opinion may be ex- 
pressed in one word “fine!” The 
illustration suggests quality at a 








Hundreds of thousands of these mowers were sold 
in the last 20 years. Most of them gave from 12 to 
15 years service. 

The ‘Great American’ is, without doubt, the 
easiest-running, longest-lived and best self-sharp 
ening mower made. 

It’s the kind of machine you'd expect to see at 


Goldcamp Bros. & Co. 


We are showing a big.variety of Lawn Mowers 

all prices and sizes. ‘ 
Headquarters for Quality Hardware 

Cor. 4th and Center St. Phone 45 














1—Here is an ordinary cut of a lawn 

mower so embellished with decoration 

as to convey the thought of high qual- 

ity—a good piece of design 

glance. This type of cut is a new de- 
parture in mower publicity and we 
believe that such an illustration goes 
far toward establishing in the reader’s 
mind the thought of “class” in work- 
manship. 

The text matter backs up the cut. 
It shows that the mower is made by 
an old-established firm and that the 
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Snappy Selling Paragraphs on Mowers, Builders’ 


Tires, Fencing and Screening 
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Sash Hardware 


Be sure of hav- 
ing easy operating 


cord, pulleys, sash 
fasteners and sash 
ay lifts of the best 





sonable prices. 
to help you in making desirable 
selections. 


We will be glad 


Sash fasteners ---...--. 10c to 20c 
Sash fasteners, brass finish --- 

wee nnn eee e enn - enn ee 12¢ 
a 
Sash lifts, brass finish---.---..-- 


Sash stops, balances, weights, etc., 
at prices that will please you. 











Door Locks and Handles 


Put good locks on your 
doors—it pays to 
things right—to put locks 
on your front and inside 
doors that you can depend 


There are many hand- 
some designs in our as- 
sortment and we know 
that we can please you 
both in the matter of qual- 


ity and price. 


o make your building last longer, buy 


Builders’ Hardware here. 


Lock sets, wrought steel--.---80c and 90c 
Lock sets, wrought brass---.$2.00 to $10.00 
Lock sets, wrought bronze---$2.00 to $8. 


HARDWARE 
OF QUALITY 


‘Put Good Materials Into Your 
Building If You Expect to 


Be Thoroughly Satisfied 


In building a home, you are building for the 
future and the life of your home depends to 
a large extent upon what kind of hardware 
and other materials you put into it. 
of cheap materials will sooner or later be the 
cause of heavy repair bills so that the build- 
ing will cost just as much, if not more than 
good materials would have cost. 


Build well and you'll have no regrets—buy 
building needs here and you'll be sure of get- 
ting the best at reasonable prices. Here are 
a number of items which are worthy of your 
judgment. 


The use 








That's the kind 
of hardware 
have collected for 
your buildin; op- 


our own homes, be- 
cause they will in- 
sure well hun 

doors with depend- 
able locks, latches, door bolts and 
handsomely finished handles and 








door plates. 

Night locks --....-..--- 60c to $3.00 
Mortise locks --------40c to $3.50 
Rim locks ------ 





Barrel bolts, black------ 10c to 80 
Square bolts -.----.--.-- 10c to 60c 
Doorplates various styles and prices 
Door butts ------------ 6c to $4.00 


Keys, all kinds and priced up 
from 5c. 











Cabinet Hardware 
IN COMPLETE ASSORTMENT 


Our cabinet hardware will help 
you finish all cabinet work in a 
handsome and serviceable manner. 

oor handles, catches, hasps, 
hinges, drawer and chest handles, 
corner plates, etc., in copper, brass 
and oxidized finish. Select from 
these good values: 
Brass hasps -.--------- 10c to 60c 
Butts, plain, nickle and 





Corner plates --- : 
Handles ~..2..--.-.2.02- 4c to 60c 
And many other needed aritcles. 














John E. Larrabee Go. Inc., Amsterdam, N. Y. 


Bath Room Fixtures 
CONVENIENCES FOR BATH ROOM 


Don’t overlook the 
advantages of fitting up 
your bath room with 
a glass holder, towel 
racks, tooth brush hold- 
er, soap dish, bath 
seats, etc., because these eS 
things make a wonder- 
ful difference in the convenience of the 
bath room. 

Select bath room fixtures here and make 
your bath room complete, Note the prices. 
Ré#e hooks - 
Tumbler holders 
Soap dishes --- 
Towel bars, glass 
Bath tub seat --- 
Glass shelves ---- 










PRICES THAT 
ARE FAIR 














2—Here’s a builders’ hardware ad that will really represent your department— 
its, copy and prices tell a complete story 
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We Have It—the NEW 
DIAMOND Cord 


A better and handsomer Diamond ‘Tire than you 
have ever known. A new tread added to wonderful 
Diamond endurance. Beautiful. Scientifically de- 
when they start. A ground f 





signed to stop skids 

gripper. Yet noiseless 

Vhe sum total of Diamond's twenty-nine years of 

quality tire building 

And a.better tire! See this great Diamond Cord 

here before you make any choice of tire equipment. 
: Everything in 

Burns & Goulding Pyne” 














4—““Much in little” describes this 
snappy tire ad of Burns &¢ Goulding— 
a real sales story in 3 in. space 


average of service is high. The line 
following the signature gives the ad a 
broad appeal for it suggests that any 
and all pocketbooks can be served. 


Strong Builders’ Hardware Ad 


No. 2 (4 cols. x 11 in.) 

This ad taken from the current 
number of The News, published by 
John E. Larrabee Co., Inc., Amsterdam, 
N. Y., is one of the most complete and 
effective presentations of builders’ 
hardware that we have noted. The 
layout is excellent, the cuts being 
“spotted” in a manner to relieve the 
blocks of small type. 

Prices are quoted throughout, mak- 
ing it easy for the reader to figure the 
cost of his requirements. The copy is 
written in the vein to interest the home 
builder, and altogether this is an ad 
over which a man and his wife will 
spend considerable time. With the boom 
in building growing apace every day, 
it surely will pay any hardware man 
to use an ad on the order of this Larra- 
bee announcement. 


The Nail Gets Hit on His Head 


No. 3 (2 cols. x 5 in.) 

When it comes to visualizing reduced 
prices in true hardware style, the medal 
must go to this ad prepared by the 
Sam’] Hill Hardware Co., Prescott, 
Ariz. No one can read it without 
realizing that now is the time to buy 
from the Hill folks. “More miles per 
dollar” seems to be as good a slogan 
for fence as it is for tires. 





Our Reduced Prices 

Have Hit the Nails On 
The Head— 
And stretched the Barbed Wire into more miles per dollar. 





We are booking orders now against carload 
Wire and Nails at lower polane than rod have A pen 


=n 


Send — we Gedere in 
a , 
HOWARE C 


3—-A novel device of the Hill Hardware 
Co. to focus attention on their reduced 
prices 


wie Facing — 
LAWN runce AND ‘GATE 
WIRE 8' ° 

NAILS. ry STAPLES: 











OAMLHI 
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Some First-rate Tire Copy 


No. 4 (2 cols. x 3 in.) 

Here’s a small ad used by Burns & 
Goulding in their store paper, Braces 
and Bits, which, by the way, is as 
snappy a publication as you would 
want to read. The ad presents tires 
with a vim and swing which augurs 





if you will but call at our store. 





59 





which features both a special sale and 
a liberal discount. This panel, how- 
ever, is somewhat disjointed—the 50 
per cent discount line should have been 
placed immediately under the heading 
or at the top. 

Among the new store papers which 
have recently come to our desk is 


Spring Necessities 


There are many articles you need to have for the house this summer, 
and we can help you make your selection from an unusually complete line 





SCRLENING 





a) 


RY as 











KeepOut the Flies 
and Mosquitoes 


Keep the filthy germ- 
carrying pests out of 
your house — screen 
your windows and 
doors. If you stop 
them you won’t have 
to swat them. 


Come here for screen- 
ing needs and you'll 
get screen satisfac- 
tion at a low price. 


SCREENING 
Black 
Galvanized 
Bronze 
SCREEN DOORS 
WINDOW SCREENS 


Suggestions 


nice: 











LAWN MOWERS 


Have a lawn you are 
proud of. 


You can- have a nice 
lawn and garden if 
nod will get good 


tools. 
The best tools are the 
cheapest in the end. 


you keep the place 


LAWN MOWERS 
Grass Scythes 
WEEDERS 
HOES 
GRASS CATCHERS 
RAKES 
WEED KILLER 


Special Sale 


White Enamel Ware 


at just half price. This is 
a real bargain for this 
time of the year. 

Our complete line of 
White Enamel Ware go- 
ing at one-half price— 


50% Discount 


Take advantage of this 


offer and stock up for 
to help 














DON’T FORGET MOTHER'S DAY; BUT GIVE A PRACTICAL GIFT 





Hardware 
Paint 
Sporting Goods 








A.M. TOWNLEY Co. 


191-193 BROADWAY 





Housefurnishings 
Tools 
Cutlery 


5—The idea behind this ad is grouping seasonable items with a special sale offer 
as an extra attraction 


well for sales. The cut stands out and 
the heading tells a tire story at a 
glance. 


Seasonable Goods Well Presented 


No. 5 (3 cols. x 10 in.) 

A. M. Townley Co., Long Branch, 
N. J., has here grouped goods which are 
in demand at the present. The arrange- 
ment of the ad is neat and the copy is 
given further interest by the panel 





Kyle’s Store News published by the 
Kyle Hardware & Furnititre Co., Erie, 
Kan. This is a four-page paper of 
generous size and the current issue was 
devoted largely to farm implements 
and necessities. It’s a _ well-edited 
sheet and we anticipate its arrival each 
month. 

Store publications such as this fill 
a real, definite need and they deserve 


consideration for that reason. 
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MARKET REPORTS 


on TRADE CONDITIONS 


IN HARDWARE, IRON AND STEEL, ETC. 


A REVIEW OF THE WEEK’S BUSINESS, WITH NOTES ON TENDENCIES PREVAILING IN VARIOUS TERRITORIES 








Siidinitiinmminn 


Office of HARDWARE AGE, 
239 West 39th Street, 
New York, May 29. 


OCAL jobbers who were inter- 
L viewed by HARDWARE AGE re- 

porters during the past week, 
were asked three specific questions as 
follows: 

1. What is the outstanding char- 
acteristic in the local market? 

The answers to this question, sum- 
marized for the sake of conciseness, 
were as follows: 

(a) Cautious buying on the part of 
retailers. 

(b) The activity of seasonable goods. 

(c) Improvement in collections. 

(d) The consistent buying of hard- 
ware staples by the retail trade, which 
is operating on small stocks. 

2. Is there any basis in fact for the 
persistent rumors that shortages are 
expected in many lines? 

(a) There are possibilities of short- 
ages in some seasonable lines such as 
screen wire, garden tools, etc., although 
these “possible shortages” were not re- 
garded seriously by many local jobbers. 

(b) Some of the jobbers interviewed 
expressed the belief that a large per- 
centage of the talk about shortages has 
been manufactured by speculators 
anxious to dispose of stock because of 
apprehension about weather conditions 
and the late season. 

3. How is the _ builders’ 
situation? 

(a) The general advance of 7% to 10 
per cent reflects a strong market. 

(b) Small items in builders’ hard- 
ware stock are active. Interest in the 
larger items is normal. 

(c) The builders’ hardware market is 
in all major respects satisfactory. 

Local jobbers report the following 
price changes: 

Heavy galvanized pails 
vanced 5 per cent. 

Standard solder sets have been re- 
duced approximately 50 cents per doz. 

Automobile Accessories. — Activity 
features this line. Stocks are ample 
and prices firm. 

Awning Rope.—Fair interest is re- 
ported for this article at steady prices. 


auotations, f.o.b. New York: 
Rag rove, 3/16 in., 37c. net per Ib.; 44 
36¢c. per Ib. net; 5/16 in., 36c. per lb. net. 


"Bolts and Nuts.—The price changes 
reported on these pages last week have 


hardware 


were ad- 


Jobbers’ 


NEW YORK 


not materially affected local buying, 
which continues to be moderately active. 
Stocks are reported by jobbers to be in 
good condition, and it is expected that 
the prices now being quoted will con- 
tinue for some time. 


Jobbers’ quotations, f.o.b. New York: 
Square nuts, No. 50, per Ib., 14 in., 
18c. % ‘in., 16c. 16 in., 
4 in., 13c. 5g  in., 12¢., and %, in., lie. 

Common’ carriage bolts, By by 6 and 
smaller, 50 and 5 per cent; longer and 
thicker, 50 per cent. 

Machine bolts, % by 
and 5 per cent; larger and thicker, 
cent. 

Semi-finished 
smaller, 75 per cent; 
ver cent. 

Tinners’ rivets, 60 per cent. 

Hexagon machine screw nuts, iron, ag 
list, 50 and 10 per cent; brass, 4/32-14/20, 
75, 10 and 5 per cent, new list. 

Lock washers, 50 per cent. 

Toggle bolts, steel, bright finish, 
cent. 

Iron rivets, 60 
rivets, 40 per cent. 

Stove bolts, 80, 10 per cent. 

Lag screws, 55 per cent. 


Builders’ Hardware.—This line is re- 
ceiving a fairly large proportion of at- 
tention from retailers. The smaller 
items are reported to be the most ac- 
tive. The price changes reported last 
week of a 7% to 10 per cent general 
advance is said to have stimulated in- 
terest somewhat, aithough not to any 
marked extent. 


Cultivators.—Interest is not as active 
as it was for these articles, although 
there is still quite a little activity re- 
ported in some places. 


Jobbers’ quotations, f.o.b. New York: 

Cultivators, 3 forged steel prongs, can be 
used as a hoe, weeder, ete., 4-ft. ash 
handle, $6.78 per doz. net. Same _ with 
wheel plow attachment, detachable handle, 
5 forged steel prongs, 414-ft. ash handle, 
$9.08 per doz. net. Cultivator. with ad- 
justable steel parts, 4 teeth. cold pressed, 
malleable iron socket, polished hardwood 
handle, 4 ft. long, $9.08 per doz. net. 
Garden cultivator, 18-in. wheel, with 114-in. 
tire, consists of mold-board. sweep, re- 
versible bull tongue rake and wrench, $2 
each net. Garden cultivator, 24-in. wheel. 
x \Y-in. rim cultivator, sweep, reversible 
shovel, 1% x 3% x 11-in. rake and wrench, 
$2.35 each, net. 


Cutlery.—Certain types of - pocket 
knives and table cutlery are reported to 
be active. Prices are said to be firm, 
and stocks ample. 


Galvanized Pails—An advance of 5 
per cent was reported during the past 
week by local jobbers on heavy gal- 
vanized pails. Interest is said to be 
fairly active, and stocks plentiful. 

New York: 
8-qt., $2.15 per 
12-qt., 


19¢. ; 
15c. ; 


5/16 in., 


4 and smaller, 55 
50 per 


hexagon nuts. 9/16 and 
larger and thicker, 70 


60 per 


per cent; solid copper 


Jobbers’ quotations, f.0.b. 
Light galvanized pails, 
doz.; 10-qt., $2.30 per doz. ; 


$2.50 per 


SSUUEGUAUAUGEALANOAAAUVESOOEDEGGAOOUGOAOUOOEENAUAEESAUUEOEAOAUOEAAOUOUEAOUUEEEAUOHEAAOUREAOAOOUMAUUECAOOTENOAOOANUAEGAAOUEOAOUNGOOOUOGOOOUEROOOUOGOOOUOOGOUUOOGOOUSOGOOONOOOOOUNOOOOUOOSOOUENOOOONONOOUONGOOUUOEOGOUUGEOONSEOOOQOSENSQUONNNSUANSSN0NDEOOOOOUESOOGUNSOOSONNSO0ONNOOS0UNNSOOOOENOOOUENOOOOUOOOOOUOOOOOUOOOOOUGOOOUUNOL 


doz. ; 
dcz. 

Heavy galvanized pails, 
doz.; 14-qt., $3.65 per doz. ; 
Coz. 

Grass Hooks.—This line is active, 
prices are steady and stocks are re- 
norted to be in good condition. 


Jobbers’ quotations, f.o.b. New York: 

Grass hooks, Little Giant, $5.35 per doz. 
Village Blacksmith, $5.65 per doz. Light- 
agg $4.50 per doz. —— Plain Back, 

No. 2, $5.70 per doz. English Plain Back, 
No. 3, $6.10 per doz. English Riveted Back, 
No. 3, $7.70 per doz. 


Hose Clamps and Couplings.—Mod- 
erate buying features these lines. Prices 
are firm and stocks adequate. 


Jobbers’ quotations, f.o.b. New York: 

Brass hose clamps, for %-in. hose, 42c. 
per doz. Steel hose clamps, for %-in. hose, 
37c. per doz. Clinching hose couplings for 
5g-in. hose, $2.65 per doz. Wrought brass 
hose couplings for %-in. hose, $1.45 per 
doz. For %%-in. hose, $1.45 per doz. For 
™%-in. hose, $1.45 per doz. 


Hose Reels.—Considerable interest is 
being shown all kinds of spring goods. 
This line is no exception. 


Jobbers’ quotations, f.o.b. New York: 

Hose reels, all metal with channel steel 
frame, cast iron wheels, 9-in. corrugated 
steel drum, steel arms, enameled green and 
black, capacity 100 ft. %-in. hose, $25.25 
per doz. net. Same with steel rope, elec- 
trically welded together, japanned, galvan- 
ized steel drum, diameter of wheel 21% 
in., length of handle 28 in., capacity 100 fi. 
of garden hose, $30 per doz. net. Same, 
all metal tubular frame, corrugated, gal- 
vanized steel drum, tubular steel wheels, 
enameled green, height of reel 21 in., capac- 
ity 100 ft., $42 per doz. net. Same with 
height of reel 24 in., 100 ft. capacity, $48 
per doz. net. 

Ice Cream Freezers.—These articles 
are in excellent demand, according to 
jobbers’ report. Prices are firm and 
stocks ample. 

Jobbers’ quotations, f.o.b. New York: 

Triple motion freezers, 1-qt., ie 43 net; 
2-qt., $2.83 net; 3-qt., $3.37 net; 4-qt., $4.13 
net; 6-qt., $5.23 net. 

Vacuum Freezers.—1-qt., $2.67 net; 
$4 net. 


Linseed Oil.—Improvement in the de- 
mand for linseed oil is anticipated by 
many dealers, although the present 
market is regarded as rather weak. 


Prices to dealers, f.o.b. New York: 

Linseed oil in lots of less than 5 bbl., 94c. 
per gal. In lots of 5 bbl. or more, 91c. per 
gal. Boiled oil is 2c. extra, double boiled 
oil is 3c. extra. Oil in half barrels 5c. per 
gal. additional. 

Lawn Mowers.—These articles are 
still in good demand. Stocks are fair 
and prices firm. 

Jobbers’ quotations, f.o.b. New York: 

Lawn mowers, 3 blades, adjustable bear- 
ings, 8-in. side wheel, finished in pea green, 
gold striped, 10-in., $5 each net ; 12-in., $5 
each net; 14-in., $5.30 each net; 16-in., $5.60 
each net; 18-in., $5.95 each net. 3all bear- 
ing lawn mowers, 3 blade, adjustable bear- 


14-qt., 16-qt., $3.45 
12-qt., $3.35 
16-qt., $4.25 


$2.85 per doz. ; per 


per 
per 


2-qt., 
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ings, 18-in., drive wheel, finished in gold, 
aluminum and blue, 12-in., $6.35 each net; 
14-in., $6.70 each net; 16-in., $7.05 each net; 
10%4-in. raised open drive wheel, 4 tem- 
pered steel blades, reel 6-in. diameter, fin- 
ished in aluminum, gold and green, red and 
old striped, $9.25 each net. Same, 16-in., 

9.75 each net; same, 18-in., $10.25 each 
net; 20-in., $10.85 each net. 

Grass catchers, wire frame, adjustable 
heavy iron bottom, white duck, for mowers 
12 to 16-in., $10.53 per doz. net. Same for 
mowers 16 to 20-in., $13.13 per doz. net. 

Nails —Some jobbers report fairly 
active buying in this market, while 
others say that the market is at pres- 
ent very slow. Price shading seems to 
be prevalent everywhere. Prices given 
here represent average quotations. 

Jobbers’ quotations, f.o.b. New York: 

Wire nails, $3.35 base, per keg. Cut nails, 
$3.90 base, per keg. Coated nails, $3 to 
$3.15 base, per keg. Wire nails and brads, 
in small lots, 75 to 10 per cent off list. 

Roofing nails, per 100 lb., $7.25 for gal- 


a and $5.25 plain. This applies to 
x 12. 


Naval Stores.—Advancing tendencies 
feature this market. Local supplies 
are reported to be low, and the demand 
is said to be very active, especially for 
turpentine. 


Turpentine, in bbl., yard basis, is being 
quoted at 95c. to 98c. per gal. Rosin, on a 
basis of 280 Ib. to a bbl., is being quoted as 
follows: B grade, $5.50: grade, $5.70; 
E grade, $5.85; F grade, $5.95; G grade, 
$5.95; WW, $8.35. Quotations vary in dif- 
ferent parts of the city. 

Pruning Shears.—This line is fairly 
active at steady prices. 


Jobbers’ quotations, f.o.b. New York: 

Pruning shears, cast iron, steel blade, 
coppered wired coil spring, $4.65 per doz. 
net. Same, with malleable handle, flat 
springs, $8 per doz. California pattern, 
9-in. size, $8 per doz. Same, nickel plated, 
$14.70 per doz. Ladies’ model, nickel plated 
shears, $13.40 per doz. 


Poultry Netting Staples.—The de- 
mand is strong, prices firm, stocks fair. 


Jobbers” quotations, f.0.b. New York: 
Poultry netting staples 10-lb. boxes, 7c. 
per lb. In 100-lb. kegs, $5.75 per keg. 


Rope and Twine.—Although these ar- 
ticles are comparatively quiet, improve- 
ment is reported by some of the local 
jobbers. Prices are unchanged. 


Jobbers’ quotations, f.o.b. New York: 

Manila rope, No. 1 grade, 18ce. to 19%e. 
per lb. Hardware grade, 16c. per lb. Sisal, 
No. 1 grade, 15c. per Ib.; sisal, No. 2 grade, 
léc. per Ib. Bolt rope, 20c. to 22c. per Ib. 

Lath yarn, 13c. to 15c. per lb. Jute wrap- 
ping twine, 20%c. to 25\4c. per lb. India 
hemp twine, No. 6, 16c. to 18c. per Ib. 


Screens and Screen Doors.—A brisk 
demand prevails for these articles. 
Prices are firm and stocks ample. 


Jobbers’ quotations, f.0.b. New York: 

Continental screens, No. 1833, $5.05 per 
doz.; 2233, $5.80 per doz.; 2433, $6.20 per 
doz.; 2833, $7.20 per doz.; 2837, $7.65 per 
doz. ; 3033, $7.50 per doz. 

Competitor screens, No. 1. $4.30 per doz.; 
2, $4.80 per doz.; No. 3, $5.80 per doz.; No. 
4, $6.25 per doz. 

All metal screens, No. 15.. $5.40; No. 18, 
$6; No. 24. $7.05; No. 39, $9.55. 

Screen doors.—Continental. 2/6 x 61/6, 
No. 241, $18.14: No. 281, $19.30: No. 288 G. 
$24.60: No. 314, $27.50; No. 457 G, $22.65, 
all per doz. 

Screws.—The demand for screws of 
all sizes is consistent. Stocks are good 
and prices steady. 


Jobbers’ quotations, f.o.b. New York: 

Wood screws, iron bright, flat head, 
82% per cent; iron bright, round and oval 
head, 80 per cent: iron blued. flat head (add 
5 per cent to net amount of invoice), 82% 
per cent; iron blued, round head, 80 per 
cent; brass flat head, 771% per cent; brass 
round and oval head, 75 per cent. Extra 
— quoted by local jobbers is 20 per 
cent. 

Machine screws, 60-10 per cent. 

Cap screws, 75 and 10 per cent. 

Set screws, 80 per cent. 


Screen Cloth.—All wire goods are ac- 


HARDWARE AGE 


tive, especially screen cloth. This is one 
of the items around which rumors have 
circulated that shortages would occur. 


Jobbers’ quotations, f.o.b. New York: 

Black screen cloth, 12 mesh, $2.15 per 100 
sq. ft. net. 

Screen cloth of white satin finish and 
double zinc coated after weaving, 12 mesh, 
$2.64 per 100 sq. ft. Same, 13 mesh, $4.40 
per 100 sq. ft. 





uit On 


Better Business from Freight 
Reductions 


Better fundamental business con- 
ditions are expected to result from 
the freight rate reduction of approx- 
imately 10 per cent ordered by the 
Interstate Commerce Commission 
May 24 to take effect July 1, applica- 
ble to carriers in all parts of the 
country. 

Business men in this section ex- 
press themselves to the effect that 
the reduction of freight rates will 
materially stimulate the processes of 
business reconstruction throughout 
the nation. 

“It was asserted to-day by a re- 
sponsible railroad expert,” says one 
authority, “that the reductions or- 
dered would not actually represent a 
10 per cent decrease from the present 
rates. For instance, he estimated 
that on the basis of operating rev- 
enue of the carriers in 1921, the 10 
per cent decrease provided for in the 
commission’s order would represent 
a loss of $450,000,000 in operating 
revenue. He stated that the loss of 
operating revenue on the same basis 
of calculation, because of readjust- 
ments and reductions made by order 
of the commission or voluntarily by 
the carriers subsequent to Aug. 26 
and which are now in force, repre- 
sented an annual loss in operating 
revenue of about $200,000,000. This 
would leave $250,000,000 annually 
as the additional loss in operating 
revenue to the railroads on the basis 
of 1921 business because of the com- 
mission’s latest order. The order, 
therefore, he figured, would appear 
to represent an actual reduction from 
the rates in force to-day of perhaps 
6 per cent.” 

The various rate groups as de- 
fined by the commission are as fol- 
lows: 

“In the Eastern group, also be- 
tween points in Illinois territory and 
between Illinois territory and the 
Eastern group, 26 per cent instead 
of the 40 per cent authorized in the 
decisions last cited (Increased Rates 
of 1920). 

“In the Western group and be- 
tween the Western group and 
Illinois territory, 21.5 per cent in- 
stead of the 35 per cent so author- 
ized. 

“In the Southern and Mountain 
Pacific groups, 12.5 per cent instead 
of the 25 per cent so authorized. 

“On the interterritorial traffic, ex- 
cept as otherwise provided herein, 
20 per cent instead of the 33% per 
cent so authorized.” 
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Bright galvanized screen cloth with cop- 
per selvage, 12 mesh, $4.25 per 100 sq. ft.; 
14 mesh, $4.50; 13 mesh, extra heavy, $5.75- 

Spading Forks.—Thi: line is reported 
to be fairly active at steady prices. 


Jobbers’ quotations, f.o.b. New York: 

Spading forks, 1l-in. angular tines, steel 
cap ferrules, 5 tines, wood D handle, bronze 
finish, $21.40 per doz. net. Same, 5 tines, 
malleable D handle, bronze finish, strap 
ferrule, $19.20 per doz. net. Same, 4 tines, 
4%-ft. handle, bronze finish strap ferrule, 
$12.15 per doz. net. 


Sporting Goods.—Summer sporting 
goods are reported to be very active. 
Stocks are said to be for the most part 
ir. good condition. Prices are firm. 


Sprinklers.—The late season has re- 
tarded sales of these articles. Jobbers 
report an increasing demand. Prices 
are firm and stocks plentiful. 


Jobbers’ quotations, f.o.b. New York: 

Galvanized sprinklers, 4-qt., $6.35; 6-qt., 
$7.35; S8-qt.. $8.15; 10-qt.. $9.35; 12-qt., 
$10.65; 16-qt., $13.45; all per doz. net. 


Roofing Paper.—Interest is reported 
to be improving. Prices are firm and 
stocks are said to be in good condition. 


Jobbers’ quotations, f.o.b. New York: 

Roofing paper, 35-lb. roll, 79c. per roll: 
45-lb. roll, $1.30 per roll; 58-Ib. roll, $1.70 
per roll. 

Hard felt, 60-lb. standard roll, $1.40 per 
roll: red sheathing paper, 36 in. wide, 500 
sq. ft. in a roll; 25-lb. roll, 50c. per roll, 
and 30-lIb. roll, 75e. per roll. 


Trowels.—Brisk buying features this 
line. Prices are steady. 


Jobbers’ quotations, f.o.b. New York: 

Ladies’ ower trowel, heavy one-piece 
steel blade, 5%4-in., half polished and enam- 
eled maroon, stained handle, 85c. per doz. 
net. Garden trowel, 6-in. tinned steel 
blade, black enameled handle, riveted tang. 
75c. per doz. Florists’ trowel, heavy solid 
steel, 6-in. blade, half polished, riveted 
shank, hardwood handle, $1.15 per doz. net. 
Garden trowel, one-piece heavy cold-roll 
steel, 11%4-in. over all, blue finished, $2.15 
per doz. net. English pattern garden trowel. 
6-in. forged steel blade, polished and enam- 
eled, length over all 1314 in., $2.25 per doz. 
net. Garden trowel, 6 in., solid socket, 
forged steel, full polished, grip handle, 
$6.75 per doz. net. 

Turf Edgers.—Sales are reported to 
be improving for these articles at steady 
prices. 

Jobbers’ quotations, f.o.b. New York: 

Turf edger, cast steel blade, bronzed fin- 
ish shank, 4%-ft. handle, socket style, 
$10.25 per doz. net. Same, shank style, 
$9.20 per doz. net. 


Wire Goods.—As stated above, all 
wire goods are active. Poultry netting 
is particularly sought by retailers. The 
condition of local stocks is somewhat 
uncertain. Some jobbers report light 
stocks, while others say that the supply 
on hand is adequate to meet all current 
demands. Prices are very firm. 

Jobbers’ quotations, f.o.b. New York: 

Poultry netting, galvanized after weav- 


ing, factory shipment, 50, 5 per cent: from 
New York stock, 45 to 50 per cent. Poultry 
netting, galvanized before weaving, factory 
shipment, 50-10-5 per cent. 


Square mesh wire cloth, 2 x 2, New York 


stock, $4.75 to $5 per 100 sq. ft. 

Window Glass.—This market is firm, 
stocks are fair, and the demand is mod- 
erate. > 

Prices to retailers, f.o.b. New York: 

A single, 84 to 87 per cent; B single win- 
dow glass, 85 to 88 per cent; A double, 85 
per cent; B double, 87 per cent. List of 
March 1, 1913. 

Wireless Equipment.—Nothing as yet 
has developed to indicate that there 
will be any slackening of demand in this 
line. As stated last week, dealers are 
still unable to secure enough parts to 
meet the consumer demand. 











Office of HARDWARE AGE, 
1505 Otis Bldg., 
Chicago, Ill., May 27. 


T HE good weather conditions have 

had a marked effect on the hard- 
ware business in this section. 
Crop reports from all sections are very 
favorable and barring any long spell 
of either drought or rain this section 
should see some fine harvests. The 
farmer feels far better than he did a 
few weeks ago when his fields were so 
wet that he could not do the seeding. 
Wheat looks exceptionally good and it 
is predicted it will average at least 
eighteen bushels. There was a com- 
paratively small amount of oats sown 
and the yield is not expected to be 
heavy. Country communities are tak- 
ing on signs of new life and the mer- 
chants are generally satisfied with the 
increased demand for their products. 

This increase has been felt in the dis- 
tributing centers with the result that 
some good business is being done. Sales 
in point of volume are much better than 
last year but the money value is not 
exceeding that of twelve months ago. 
Outside of the increased buying the 
chief interest is centered in steel] and 
coal. The local producers are better 
fortified with stocks of fuel than when 
the coal strike was called. They have 
not yet received heavy stocks from 
their own non-union mines, but they 
have bought large tonnages of both 
coal and coke on the open market. Sev- 
eral more furnaces were put into oper- 
ation which would tend to show that 
they are looking forward with a rea- 
sonable degree of assurance. Consu- 
mers are pressing producers for deliv- 
eries and at the same time are putting 
out new inquiries for early delivery. 
It would seem that the material was 
going into immediate consumption and 
deliveries of local mills have in some 
cases fallen behind to such an extent 
that premiums above the market are 
being paid for prompt material. 

The very determined move of the city 
authorities or local organizations 
against the factions which have been 
committing outrages on the laborers 
employed under the Landis award is 
receiving very favorable comment. The 
building permits last week numbered 
313 with a value of nearly $6,000,000 
against ninety-one for the same week 
a year ago with a value of only $500,- 
000. Despite the “reign of terrorism” 
against the builders the rate keeps up 
and building continues at its swift 
pace. 

Axes were reduced 50 cents der doz. 
last week following the general reduc- 
tion of manufacturers. Sash cord was 
increased on No. 7 by 25 cents per doz. 
hanks and the No. 8 30 cents. The fac- 
tories claim they were not producing 
at a profit at the old figures. 

The mills seem to be doing their best 
to keep the nail stocks in condition and 
it is not believed that any serious 
shortage will result although there is 
at the present time very little barb 








HARDWARE AGE 


CHICAGO 


wire, plain wire and staples for ship- 
ment. The mills have been sending 
jobbers good sized shipments, despite 
their heavy bookings of orders, and so 
there has not been any protracted delay 
in filling orders. It is hoped that the 
situation will be much improved in ten 
days or two weeks. 

Seasonable items are going very well. 
Screen doors have started to move in 
large volume and hose has been selling 
very rapidly, in fact some of the manu- 
facturers are going behind in filling or- 
ders. Lawn mowers are still enjoying 
a large sale and the warm weather has 
increased the demand for oil stoves and 
auto accessories. 

An attempt is being made to get a 
shipment of meat to England in seven 
days and if it is found that delivery 
can be made in that short time this sec- 
tion will enjoy a great increase in ex- 
port business. Detroit and other auto- 
mobile centers are very busy and it is 
believed that all production records will 
be surpassed this month. Car loadings 
show a gain despite the curtailment of 
coal movement and the feeling through- 
out this territory is one of confidence, 
and the increased activities in all lines 
tend to show that former courage and 
optimism was not misplaced and that 
business has definitely started on the 
upward grade. 


Automobile Accessories.—Both city 
and country orders are showing a de- 
cided increase. Continued fair weather 
is responsible for the demand. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 46 Reliable jacks, $2.65 each; 
lots of 10, $2.55 each; twin-cylinder foot 
pumps, $1.35 each; doz. lots, $15: Simplex 
jacks, No. 36, $1.75 each; doz. lots each, 
$1.60; Weed chains, single lots, 25 per cent 
discount; doz, lots, 3344 per cent discount; 
gray inner tubes, 30 x 3%, $1.35 each; red 
inner tubes, 30 x 3%. $1.90 each; Bethle- 
hem spark plugs, 36c. each; Bethlehem 
spark plug, mica type, 60c. each; Bethlehem 
spark plug, standard porcelain type, 58c.; 
Splitdorf plugs, 58c. each; lots of 100. 56c. 
each; Splitdorf plugs, special for Fords, 
50c. each; lots of 100, 48c. eacn; Champion 
X plugs, 45c. each; lots of 100, 43c. each; 
Champion 0 plugs, 53c. each; lots of 100, 
50c. each; Hercules Giant, 60c. each; Her- 
cules Junior, 35c. each. 


Axes.—Prices have declined about 50 
cents per dozen. Orders for fall deliv- 
ery are coming in increasingly better 
volume. 

We quote from 
Chicago: First quality single bitted un- 
handled axes, 3 to 4 Ib., $10.50 doz. base; 
double bitted, $15.50 doz. base; good quality 
black unhandled axes, same weight, single 
bitted, $9.50 doz. base; single bitted handled 
axes, $11.25 to $18.50 per doz., according 
to quality and to grade of handle. 

Bicycles and Tires.—Sales now show 
slight improvement. Dealers have, how- 
ever, bought as far as possible where 
bargains were offered. 


Binder Twine.—Some factories are 
sold up, and deliveries are slow, al- 
though some manufacturers have good 
stocks. Prices seem steady. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Sisal and standard, 10c. per Ib.; 
standard manila, llc. per lb.; 600 ft. manila, 
12c. per Ib.; 650 ft. manila, 12%c. per Ib.; 
pure manila, 13c. per Ib. 

Bolts and Nuts.—Some advances of 
10 per cent have been reported, but no 


jobbers’ stocks, f.o.b. 
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price changes are reported locally. The 
demand is fair. 


We quote from jobbers’ stocks, f.0.b. 
Chicago: Large carriage bolts, 50-10 per 
cent off lists; small carriage bolts, 60-5 


per cent off list; large sized machine bolts, 
60-5 per cent off list; small sized machine 
bolts, 60-10-5 per cent off list; all stove 
bolts, 80 per cent off list; all lag screws, 
60-5 per cent off list. 


Builders’ Hardware.—The volume of 
business continues large and in excess 
of manufacturers’ capacity. Prices are 
firm and one manufacturer has ad- 
vanced his entire line 10 per cent. 

Copper Rivets and Burrs.—Sales are 
increasingly active with no _ price 
changes, although copper is stronger. 
The present prices are just about pre- 
war basis. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Copper rivets and burrs, 50 per 
cent discount, 


Chains. — Improvement has _ been 
noted in all seasonable chains, such as 
halter, tie-out, porch swing, etc. Prices 
continue at the same levels. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: %-in. proof coil chains, $8 per 100 
lb.; weldless coil chains, 50-10 per cent off 
list; No. 00, 4% electric welded cow ties, 
$2.65 per doz. 


Clipping and Shearing Machines.— 
Sheep shearing machines are still in 
good demand and will continue to be 
for several months. Sales are consid- 
ered to be normal. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Stewart No. 1 ball bearing clipping 
machine, enclosed type, list $12, top plate 
$1, bottom plate $1.50, trade discount 25 per 
cent. Stewart No. 9 ball bearing shearing 
machine, list $18.50 trade discount 25 per 
cent. Horse clipping attachment for shear- 
ing machine, list $7.50. Sheep shearing 
attachments for clipping machine, list $11.50 
and $13, trade discount 25 per cent. 


Eaves Trough and Conductor Pipe.— 
There has been no change in this mar- 
ket, although higher prices are asked 
by some makers. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: 29 gage, 5-in. lap joint eaves 
trough, $4.30 per 100 ft.; 29 gage, 3-in. cor- 
rugated conductor pipe, $4.50 per 100 ft.; 
3-in. corrugated conductor elbows, $1.36 
per doz. 


Files.—Prices are firm and there is a 
good demand. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: American files, 76 per cent off 
list; Nicholson files, 50-10-10 per cent off 
list; Disston files, 50-10-10 per cent off list; 
Black Diamond files, 50-10 per cent off list. 


Galvanized Ware.—Continued heavy 
orders of galvanized ware are testing 
jobbers’ stocks. Tubs and pails are 
moving rapidly. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Galvanized tubs, Standard No. 0, 
$4.40 per doz.; No, 1, $5.35 per doz.; No. 2, 
$6 per doz.; No. 3, $7 per doz.; medium 
grade heavy galvanized tubs, No. 100 §S, 
$8.50 per doz.; No. 200 S, $9.50 per doz.; No. 
300 S, $10.50 per doz. Common galvanized 
pails, 8 qt., $1.65 per doz.; 10 qt., $1.85 per 
doz.; 12 qt., $2 per doz.; 14 qt., $2.30 per 
doz.; common galvanized stock pails, 16 qt., 
$4 per doz.; 18 qt., $4.75 per doz. 


Glass and Putty.—Sales have slowed 
up to some extent. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Single strength A and single 
strength B, up to 25-in. bracket, 86 per 
cent off. Single strength A and single 
strength B, over 25-in. bracket, 85 per cent 
off. Double strength A, all brackets, 85 per 
cent off. Double strength B, all brackets, 
87 per cent off. Putty in 100-lb. kits, $3.65; 
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commercial putty, $3.60; glaziers’ points 
Nos. 1, 2 and 3, one doz. packages, 65c. 

Hatchets.—Prices are unchanged. 

We quote from jobbers’ stocks. f.o.b. 
Chicago: Size 2, extra quality, broad 
hatchets, $16 per doz.; competitive grade, 
$12 doz.; warranted shingling hatchets, $12 
doz.; competitive forged shingling hatchets, 
$8 doz. 

Hammers.— Improvement 
still continues. 
has been noted. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 11% first quality nail ham- 
mers, $12 per doz.; competitive forged nail 
hammers, $6 to $9 per doz.; cast steel ham- 
mers, $4 per doz. 

Hickory Handles.—The present low 
prices continue and sales are unusually 
good. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 1 hickory axe handles, $3 
doz.; No. 2, $2 doz.; finest selection second 
growth white hickory, $6 doz.; special 
second growth white hickory, $4.50 doz.; 
No. 1 hatchet and hammer handles, 8c. 
doz.; second growth hickory hatchet and 
hammer handles, $1.20 doz. 

Hose.—Due to the light demand at 
the start of the season, sales were slow 
in starting, but demand has now great- 
ly increased. Factories are now some- 
what behind on orders and some job- 
bers’ stocks are low. 


in sales 
No change in prices 


We quote from jcbbers’ stocks, f.o.b. 
Chicago: %-in, molded reel hose, good 
quality, 138%c.; %-in. 8-ply good quality 


duck hose, 13%c.; %-in. 4-ply good quality 
duck hose, 16c.; %-in. 5-ply multiple hose, 
10'4ce. 

Ice Cream Freezers.—Sales are fair 
at the start of the season. 

We quote from jobbers’ stocks, f.o.b 
Chicago: White Mountain, 1 qt., $2.45 each; 
2 qt., $2.85 each; 3 qt., $3.45 each; 4 qt., 
$4.15 each; 6 qt., $5.25 each; 8 qt., $6.75 
each; 10 qt., $9 each; 12 qt., $10.80 each. 
Improved Arctic, 1 qt., $1.90 each; 2 qt., 
$2.20 each; 3 qt., $2.72 each; 4 qt., $3.40 
each; 6 qt., $4.30 each; 8 qt., $5.55 each. 

Ice Skates.—Salesmen are taking or- 
ders for future delivery at prices show- 
ing a decline of about 15 per cent com- 
pared to last year. 

We quote from jobbers’ stocks, f.ob. 
Chicago: Key clamp rocker, men’s and boys’, 
bright finish, $.70 per pair; key clamp 
hockey, $1.03 per pair; half key clamp 
hockey, women’s and girls’, $.96 per pair; 
half key clamp hockey, women’s and girls’, 
$1.26 per pair. 

Lace Leather.—Sales are very good. 
Hides are firm and are likely to ad- 
vance. 


Lawn Mowers and Grass Catchers.— 
The demand has been increasing with 


unusually heavy sales last week. It is 
reported that jobbers’ stocks are 
broken. 

We quote from jobbers’ stocks, f.o.b. 


Chicago: 12-in., $5.20 each net; 14-in., $5.50 
each net; 16-in., $5.85 each net; 18-in., 
$6.20 each net. Ball bearing lawn mowers, 
4 blades, adjustable bearings, 8-in. drive 
wheel, finished in gold, aluminum and blue, 
14-in., $7.50 each net; 16-in., $7.80 each 
net; 10%-in. raised open drive wheel, 4 
tempered steel blades, reel 6-in. diameter, 
finished in aluminum, gold and green, red 


and gold striped, $9.50 each net; same, 
16-in., $9.95 each net; same, 18-in., $10.45 
each net; 20-in., $11.15 each net. 

Grass catchers, wire frame, adjustable 


heavy iron bottom, white duck, for mowers 
12 to 16-in., $10.53 per doz. net. Same for 
mowers, 16 to 20-in., $13.13 per doz. net. 


Nails—Sales have been very good 
and due to condition of the mills, job- 
bers’ stocks are somewhat lower this 
week, but it is hoped that shipments 
from the mills will build them up. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Common wire nails, $3.10 per 
keg base, 
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Oil Stoves.—Sales are reported to be 
Increasing, and warm weather has 
created quite a demand. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: 2-burner, less shelf, $10.85 each; 
3-burner, less shelf, $14.25 each; 4-burner 
less shelf, $18 each; 2-burner shelf, $3.50 
each; 3-burner shelf, $4.25 each; 4-burner 
shelf, $5 each. 

Paints and Oil.—No change in lin- 
seed oil prices last week, the high level 
seems to have been reached. Turpen- 
tine was increased 9 cents per gal. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Raw linseed oil, 1 to 4 barrels, 
$1.08 per gal.; boiled linseed oil, 1 to 4 
barrels, $1.10 per gal.; raw linseed oil, 5 
barrels or more, $1.04 per gal.; boiled lin- 
seed oil, 5 barrels or more, $1.06 per gal., 
less 1 per cent 10 days. Turpentine, $1.11 
per gal. (in barrels); Denatured alcohol in 
barrels, 42 cents per gal.; strictly pure 
white lead, 100 lb. kegs, 12% cents per Ib.; 
50 Ib. kegs, 12% cents per ib.; dry paste 
in barrels, 6 cents per lb.; pure white 
shellac, 4 lb. goods in gal. cans, $4.75 per 
gal.; pure orange shellac, 4 Ib. goods in 
gallon cans, $4.25 per gal.; English venetian 
red, on barrels, $3.50 and 6.75 per cwt. 

Radio Supplies.—Some firms report 
sales as being somewhat slower, due to 
summer season, but this will give the 
factories a chance to catch up on deliv- 
eries which they have been unable to 
co as yet. A dealer who does not sell 


this line is losing some easy profit. 
Refrigerators.—Sales have been very 
good and stocks are not complete. Early 
orders will save disappointment. 
Roller Skates.—The sales are keep- 
ing up, but are not as heavy as they 
were last week. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Boys’ ball bearing roller skates, 
$1.50 per pair; girls’ style, $1.60 per pair. 


Rope.—Early shipments of hay rope 
are being taken and orders continue for 


highest quality. Current orders are 
good and prices are unchanged. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Highest quality manila rope, 
standard brands, 17%c. to 18%c. per ib.; 
No. 2 manila rope, 16c. to 16%c. per Ib. 
base; so-called hardware grade iaanila 


rope, 12%c. per lb.; No. 1 sisal rope, highest 
quality standard brands, 14%c. to 15%c. 
per lb. base; No. 2 sisal rope, standard 
brands, 13c. to 14c. per lb. base. 

Sash Cord.—Manufacturers are re- 
ported to be busy now. Local prices 
advanced. Even at the new advances 
manufacturers claim there is no profit 
in production and further advances 
would not be surprising. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 7 sash cord, standard brands, 
$8.40 doz. hanks; No. 8 sash cord, standard 
brands, $9.75 doz hanks. 

Sash Weights.—Prices are consid- 
ered favorable and building activities 
are bringing in worth while orders. 

We quote from jobbers’ stocks, 
Chicago: Sash weights per ton, $35. 

Screws.—No changes in local prices. 
Sales are better than they were a 
month ago. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Flat head bright screws, 85-12% 
per cent off list; round head blued, 85 per 
cent off list; flat head brass, 80-15 per cent 
off list; round head brass, 80-5 per cent off 
list; japanned, 80-5 per cent off list. 

Screen Doors.—Stocks are moving in 
large volume. The season is here and 
demand is brisk. 

We qucte from jobbers’ stocks, f.o.b. 
“hicago: Three panel %-in. 2-ft. 6-in. x 
6-ft. 6-in. plain doors, $18.40 per doz.; four 
panel, %-in. 2-ft. 6-in. x 6-ft. 6-in. plain 
doors, $20 per doz.; five panel, 1%-in. 2-ft. 
6-in. x 6-ft. 6-in. plain doors, $21.65 per 


f.o.b. 
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doz.; four panel, 1%-in. 2-ft. 6-in. x 6-ft. 
6-in. fancy doors, $29.70 per doz. 

Solder and Babbitt Metal.—Sales vol- 
ume is good and the market is firm. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Warranted 50-50 solder, $22 per 
100 lb.; medium 45-55 solder, $21 per 100 Ib.; 
tinners’ 40-60 solder, $20 per 100 Ib.; high 
speed babbitt metal, $18 per 100 Ib.; 
standard No. 4 babbitt metal, $8 per 100 
Ib. 


Sporting Goods.—Brisk business con- 
tinues, as this is the season and buy- 
ing started early. Future orders for 
guns are increasing. Ammunition fu- 
tures continue in good volume. Fish- 
ing tackle and baseball goods are still 
running into big sales, with many re- 
orders on baseball goods. There is a 
big shortage in baseball goods on ac- 
count of the heavy demand. Re-orders 
and fill-in orders are making a fine 
record of sales. 

Steel Goods.—This line is selling 
well. Sales show very good volume, 
and re-orders are being received in 
good volume. The hay fork season is 
starting in earnest. 

Steel Sheets.—Sales are very active 
and supplies are slow in arriving from 
many mills which are well filled with 
orders. Some manufacturers prophesy 
further advance, especially if the coal 
strike should continue for an extended 


period. 
We quote from jobbers’ stocks, f.o.b. 
Chicago: 28 gage galvanized sheets, $5.30 


per 100 lb.; 28 gage black sheets, $4.30 per 
100 Ib. 


Stove Pipe and Elbows.—Prices are 
strong, with a possibility of being 
higher and advance sales for fall are 
brisk with the better grades being 
specified. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: 6-in., 31 gage, $8.75; 30 gage. 
$9.60; 28 gage, $11.85; 26 gage, $14.30; 
6-in. elbows, 30 gage, $1.15; 28 gage, $1.30; 
26 gage, $1.55 per doz. | 

Washing Machines.—Sales are im- 
proved and retailers are finding a good 
market. 

Wheelbarrows.—Prices are consid- 
ered relatively low, and no further re- 
ductions are in early prospect. Demand 
is seasonable and is at present unusual- 
ly active. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Tubular handle, all steel barrows, 
$6.50 each; Angle leg contractors’ barrows. 
$5.50 each; Angle leg, garden barrows, $4.50 
each; Competitive steel tray barrows, $4 
each. 

Wire Goods.—Plain wire, barb wire 
and staples are still out of most stocks. 
However, mill shipments have im- 
proved and it is hoped stocks will be 
back in shape in about two weeks. 

We quote from jobbers’ stocks, f.o.b. 
Shicago: No. 8 black annealed wire, $2.85 
per 100 lb.; galvanized barb wire, $3.75 per 
100 Ib.; 12-mesh black painted wire cloth, 
$1.90 per 100 sq. ft.; poultry netting, 56 per 
cent off; galvanized after weaving, 51 per 
cent off; catch weight spool galvanized 
eattle wire, $3.75 per 100 lb.; 80 rod spool 
galvanized hog wire, $3.27 per spool; No. 8 
galvanized plain wire, $3.35 per 10@ Ib. 

Wrenches.—Sales continue to be nor- 
mal and the volume is considered good. 
No price changes are in sight. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Agricultural wrenches, 60-10 per 
cent; engineers’ wrenches, 40 per cent; 
knife handles, 60 per cent. 

Wringers.—Sales are holding up well. 
Prevailing quotations are 50 per cent 
off Lovell’s lists. 


























































Office of HARDWARE AGE, 
410 Unity Building, 
Boston, May 27. 

Wits the end of May only a few 

days away it is fairly easy to get 
a line on how things have gone in the 
hardware market this month. Shelf 
hardware sales in volume will not, in 
a majority of cases, equal those for the 
corresponding month last year, but in 
value will run well above those for 
May, 1920. Considering the deprecia- 
tion in hardware values this showing is 
significant. The showing by the mill 
supply houses will be as good in many 
cases. In heavy hardware, records will 
not compare as favorably as in shelf 
hardware and mill supply cases, but 
when comparison is made with April or 
any other previous year, the heavy 
hardware trade has just grounds for 
feeling optimistic. 

Weather conditions have been more 
suitable for the movement of merchan- 
dise out of retail hands, and it is safe 
to assume that in practically all in- 
stances money will be made this month. 
There is still a movement among many 
retail dealers to improve their stores 
through the introduction of new count- 
ers, wall displays, general rearrange- 
ment of store layout, etc., etc. The old- 
fashioned New England hardware store 
is growing to be a rare article. The 
merchant is up-to-date and in keeping 
with the times, and in this respect is 
maintaining his position in his com- 
munity as a leading figure. 

Price changes have again been re- 
markably few and far between since 
the last report. The only one of real 
importance noted is in nuts and bolts, 
amounting to 10 to 20 per cent. A 
short time ago the beginning of a new 
month was generally dreaded by the 
hardware jobber, for it usually spelled 
a further downward readjustment of 
his inventory. To-day this feeling has 
passed, because prices for important 
hardware commodities have an upward 
rather than a downward undercurrent, 
which not only assures an appreciation 
in inventories, but a larger business. 
For it is but natural for people to 
want to buy merchandise when they 
think prices are going higher. With 
the movement of hardware in this ter- 
ritory increasing, and prices decidedly 
firmer than they were a month or so 
back, the wholesale and retail trade are 
looking forward to a profitable sum- 
mer and fall business. 


Barbed Wire—The movement of 
barbed wire out of jobbers’ stocks con- 
tinues satisfactory. Individual orders 
in most cases concern comparatively 
small amounts of wire, but the aggre- 
gate number coming to hand each day 
is gratifying. It is believed by jobbers 
that retail stocks are small, but that 
the trade is only buying as actual needs 
require. Prices are reported as being 
very firm, with more likelihood of their 
continuing so the balance of the season 
than otherwise. 


We quote from Boston jobbers’ stocks: 
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Galvanized barbed wire, 80-rod reels, $4.19 
per reel, 2-ply twisted, 80-rod reels, $3.77; 
galvanized barbed wire, catch weight reels, 
$4.75 per cwt.; 2-ply twisted, catch weight 
reels, $4.75. 

For shipment from mill: galvanized 
barbed wire, four point, in car lots, $3.15 
per reel, in less than car lots, $3.40; 2-ply, 
in car lots, $3.15 per reel, in less than car 
lots, $3.40; 2-ply twisted, in car lots, $2.31 
per reel, in less than car lots, $2.48; 80-rod 
reels, in car lots, $2.67 per reel, in less than 
car lots, $2.96; all f.o.b, Pittsburgh. 

Staples, galvanized fence staples, 
store, $4.75 per 100 lb. 

Barrows.—A steady outflow of gar- 
den barrows is noted in this market, 
with prices apparently firmer than they 
were a month or so back. At that time 
the trade here did not anticipate much 
of a buying movement and often were 
inclined to stretch a point as regards 
prices in order to close sales. With 
the improved demand, however, the 
market has stiffened sentimentally. So 
far as can be learned none of the retail 
dealers are buying in large amounts, 
but the aggregate amount of business 
booked weekly compares favorably with 
that for a series of years prior to the 
war. 

We quote from Boston jobbers’ stocks: 

Garden Barrows.—Standard makes, good 


from 


quality, No. 4, $5.50 each, No. 5, $6.19. 
From the factory, in lots of six or more, 
slightly reduced prices are named. 


Bolts and Nuts.—As was intimated a 
week ago, local jobbing prices on bolts 
and nuts have been revised upward. In 
some cases the advance amounts to 
about 10 per cent and in others as 
much as 20 per cent. New England 
jobbers heretofore disregarded changes 
in mill quotations, first, because they 
had large numbers of quotations out- 
standing with old-time customers and, 
second, because competition for busi- 
ness was keen. With an improved de- 
mand from a wide variety of users, 
and with two advances in mill lists, 
the revision in jobbers’ lists was but 
natural. Since last reports a further 
sizable amount of stock has been taken 
from local firms, and supplies are now 
down to the smallest basis noted in 
months. 


We quote from Boston jobbers’ stocks: 
Machine bolts with H P nuts. % x 4-in., 
smaller and shorter cut threads, 50 and 10 
per cent discount; larger and longer, 50 


per cent discount; with C T D nuts, 50 per 
cent discount; tap bolts, 15 per cent dis- 
count; add 10 per cent discount for hexagon 
heads; common carriage bolts, 50 per cent 
discount; stove bolts, 75 and 10 per cent 
discount; bolt ends, 50 per cent discount; 
tire bolts, 50 per cent discount. 

Nuts, H P, all kinds, 2%c. off list; CPC 
and T, all kinds 2c. off list; semi-finished 
hexagon nuts, ,,-in. and smaller, 75 and 
10 per cent discount; larger. 70 per cent 
discount; finished case hardened nuts, 60 
and 10 per cent discount; machine screws, 
nuts, iron, list; machine screws, nuts, 
brass, 25 per cent discount. 


Boycycles.—In common with the de- 
mand for bicycles, sales of boycycles are 
encouraging, according to the jobbing 
trade. This toy is meeting with the 
favor of the youngster, who, naturally 
enough, likes to copy his daddy or big 
brother in wheeling himself about the 
town or city. It is a comparatively 
new toy, having been introduced about 
@ year ago. 


We quote from Boston jobbers’ 
Bicycles. — Rubber tired, No. 1, 
each; No. 2, $12; No, 3, $13.75. 


stocks: 
$10.50 
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Drills and Reamers.—This depart- 
ment, in the average jobbing house, 
only a short time ago caused about as 
much apprehension as any. Everybody 
had what they thought an excessive 
stock and prices were about anything 


one could get. To-day it is an entirely 
different story. Stocks look small, es- 
pecially of some of the smaller sizes, 
business actually is excellent and prices 
are firm and if anything tending up- 
ward. The situation has so thoroughly 
righted itself that jobbing houses are 
anticipating requirements on a fairly 
liberal scale, some quite attractive or- 
ders being reported as having been 
placed with New England and central 
Western manufacturers during the past 
fortnight or so. The big buying in this 
department comes from manufacturers 
of radio equipment, although the gen- 
eral machine shop demand for both 
high-speed and carbon drills is coming 
along fast, and reamers of all kinds are 
in excellent request. 

We quote from Boston jobbers’ stocks: 

Drills.—Carbon, sizes up to 1%-in.. 
tapered and straight shank, 65 and 5 per 
cent discount; bit stock drills, 60 and 5 per 
cent discount; center drills, 65 and 5 per 
cent discount; drills and countersinks com- 
bined, 30 per cent discount; ratchet drills, 
35 per cent discount; wood boring brace 
bits, 50 per cent discount; high speed drills. 
50 per cent discount; jobbers, letter and 
number sizes, 50 and 5 per cent discount. 

Reamers. — Bit stock, 30 per cent dis- 
count; bright square and T S standard 
makes, 65 per cent discount; chucking, 25 
per cent discount; tapered pins, 40 per 
cent discount; escutcheon pins, 45 per cent 
discount; small fluted rose and _ socket 
reamers, 20 per cent discount. 

Electrical Goods.—Additional sales, 
embracing a considerable quantity of 
merchandise, are noted in electrical de- 
partments of hardware jobbing houses. 
Usually at this time of the year the 
retail dealer buys more or less stock 
for his June wedding trade. This sort 
of buying has been backward up to date, 
the demand coming more from retail 
dealers enlarging their electrical goods 
departments or adding this line, or 
from dealers who are practically cleaned 
out on various appliances. 


Freezers.—The return of more sea- 
sonable weather has resulted in a still 
better movement of ice cream freezers 
and parts, since last reports. Ice cream 
manufacturers tell us that prohibition 
has done a great deal for the public 
consumption of ice cream. Figures 
published in former years by the gov- 
ernment on the ice cream industry, 
which were so large they appeared 
doubtful to many who had access to 
them, will be beaten hands down, ac- 
cording to the sweets makers. The 
manufacturers do not fear the loss of 
patronage through the sale of freezers 
to the general public. All of which is 
reassuring, to our way of thinking, to 
the retail hardware dealer who wants 
to increase his freezer business this 
season. 

We quote from Boston jobbers’ stocks: 

Freezers.—White Mountain, 1-qt. $4.85 
list; 2-qt.. $5.65; 3-qt., $6.75; 4-at.. $8.25; 


6-qt., $10.45; 8-qt., $13.50; 10-qt., $18: 12-qt., 
$25.60; 20-qt., $33.20; 25-qt., 
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Arctic, 1-qt., $4 list; 2-qt., $4.60; 3-at., 
$5.55; 4-qt., $6.80; 6-qt., $8.66; 8-qt., $11.10; 
10-qt., $14.80; 12-qt., $16.65; 15-qt., $23.30; 
20-qt., $30. 


Jobbers discount, 50 per cent from store 
or factory. 

Grass Hooks.—The demand for grass 
hooks shows a healthy expansion. To 
be sure, the buying is a long way from 
being brisk, but it is enough better 
than it was heretofore to lend consid- 
erable encouragement to the houses 
here. Prices for this class of goods 
have not changed for a long time and 
from all that is known here are not 
likely to right away. That fact has 
proved a selling point, say the jobbing 
salesmen who are out on the road. 

We quote from Boston jobbers’ stocks: 

Reliance, No. 70, $3 net per dozen; Lawn 
King, $6.50; Little Giant, $5.25: Little Giant, 


adjustable, $6; Little Giant, long handle, 
$8: Komet, $4. 


Handles.—While there is no broad 
movement in handles, a considerable 
amount of stock is moved daily. The 
retail trade some time back was rather 
free in expressing itself regarding ideas 
on prices. That feeling presumably 
has evaporated, or at least some of the 
orders placed here so far this month 
would suggest so. Local stocks of han- 
dles are fair only, and in some instances 
it would not take very much of an in- 
crease in sales to make serious holes in 
them. 

Boston jobbers are quoting hickory farm- 
ing tool handles at list. Ex-grade hay 
forks, bent, for instance, are quoted, $3.40, 
$3.f0. $4.40 and $5.50 per doz., according to 
quality. 

Hose.—Further expansion in the de- 
mand for rubber hose is reported. The 
buying is coming from a wide variety 
of interests—from manufacturers of all 
sorts of things, from garages big and 
little, but chiefly from the retail hard- 
ware dealer, whose stocks are believed 
te be comparatively small. The elimi- 
nation of many of the old-time sizes 
of rubber hose was a step in the right 
direction, according to the trade, inas- 
much as it necessitates less trouble in 
keeping track of stocks and in the end 
means just as much profit to the dis- 
tributor. 

We quote from Boston jobbers’ stocks: 
Rubber hose, 5-ply, Pointer, %-in., 8%c.; 
Leader, %-in., 9c.; %-in., 9%4c.; Olympic, 
(wire wound) %-in., 10c.; Good Luck, 
%-in., lle.; Vigo, 10c.; Milo, %-in., 12%c.; 
Bull Dog. 7-ply, %-in., 14e. In 25 ft. 
lengths add %c. per foot to above prices. 

Iron and Steel.—The jobbing trade is 
beginning to get quite bullish on iron 
and steel values. Here are the reasons: 
First, business has materially increased 
within the past fortnight; second, 
stocks are broken in spots; third, mill 
deliveries are more or less uncertain; 
fourth, mill prices show an upward ten- 
dency; fifth, machine shops throughout 
New England are getting busier; sixth, 
building is increasing rather than de- 
creasing, and seventh, every indication 
points to continued good business from 
the viewpoint of the jobbing house 
owner. 


We quote from Boston jobbers’ stocks: 

lron.—Refined, $2.50% per 100 Ib. base; 
best refined iron, $4.25: Wayne iron, $5.50; 
Norway iron, $5.50. 

Stee!l.—Soft steel bars, $2.50% per 100 Ib. 
base: flats, $315%4; concrete bars, plain, 
stock lengths, $2.55%: angles, channels and 
beams, $2.50%%; tire steel, $3.85 to $4.25; 
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open-hearth spring steel, $5 and $5.50; 
steel bands, $3.00% to $3.53; steel hoops, 
$3.41%: cold rolled steel, $3.20 to $3.70; 
toe calk steel, $5. 


Kiddie Kars.—Business is improving 
all the time, although slowly. In recent 
checking up on stocks, some of them 
were rather surprised to find quite an 
impression had been made on holdings. 
lt is a slow but steady outflow and not 
readily recognized unless special atten- 
tion is focussed on a real investigation 
of market conditions. 


We quote from Boston jobbers’ stocks: 
Kiddie Kars.—No. 1, $1 each; No. 2, $1.50; 


No. 3, $2; No. 4, $2.50; No. 5, $3; trailers, 
$1. Discounts 33', per cent. 

Kiddie Kars Specials.—Rubber tires, No. 
101, $2 each: No. 102, $3; No. 103, $3.75: 
No, 104, $4.50; No. 105, $5. Discounts 3344 
per cent. 

Kiddie Koasters.—No. 605, $11 list; No. 
705, $13.50. Discount 3314 per cent. 

Kiddie Karts.—No. 301, $3 list; No. 302, 
$4; No. 303, $5: No. 304, $6; No. 305, $7.50. 
Discounts 33% per cent. 

Lawn Mowers.—lInterest in this 


branch of the hardware business has 
narrowed down largely to the retail 
trade. To be sure lawn mowers are 
going out of jobbers’ stocks morning, 
noon and night, but a majority of the 
retail trade have purchased sufficient 
stock for immediate requirements, and 
sales must be made to the public be- 
fore reorders will appear in the whole- 
sale market in volume. Retail dealers 
in a great many cases say the public 
buying movement has not really started. 
It is pointed out that the demand for 
parts is up to normal. 


We quote from Boston jobbers’ stocks: 
Lawn mowers, low grades, 14-in., $5.50 
each; 16-in., $5.75; 18-in., $6.25. Medium 
grade, ball bearing. 16-in., $8 each; 18-in., 


$8.38. High grade ball bearing, five-blade, 
14-in., $12; 16-in., $13; 18-in., $14; 20-in., 
15. 


Levels.—The increase in building 
has had some influence on the market 
for levels, as is attested by both whole- 
sale and retail hardware houses in this 
territory. The demand is up to the 
average of years prior to the war, 
which is all that could be expected 
under the circumstances. Stocks are 
not generally large, which means that 
a further steady movement out of levels 
here is reasonably assured. 

We quote from Boston jobbers’ stocks: 

Levels.—Stanley Rule & Level Co. line, 
No. 44, bit. 36c. each; No. 41 pocket, $1.61 
per doz.; No. 31, 2%4-in., hexagon, 34c. each; 
No. 3914, mechanics, 6c. each; No, 36, 12- 
in., metallic, $1.75 each, 

Nails.—Little of special interest has 
transpired in the nail market for some 
time. The demand for cut and wire 
nails is fully as good as anticipated, 
stocks are in fairly good condition, and 
prices are firm and more likely to ad- 
vance than to decline, according to the 
average wholesale firm in Boston. 

We quote 
Wire nails, 


from Boston jobbers’ stocks: 
per keg from the store, $5.25 
base, f.o.b. Boston; direct from mill ship- 
ments, in car lots, $2.50 per keg. base; 
in less than car lots, $2.75 per keg base; 
cut nails, $3.90 per keg base: galvanized 
cut nails, $7.50 base. Cement coated nails, 
$2.75 per keg base. 


Picks and Mattocks.—Orders for 
picks and mattocks are coming to light 
all the time, and it is the consensus of 
wholesale house opinion that aggregate 
bookings are up to expectations. <A 
great deal of road work of all kinds is 
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being done throughout New England 
and tracts of land are being developed 
for various purposes. This all means 
that picks and mattocks are in use and 
that replacements are necessary from 
time to time. Prices have not changed 
for several months, and from all «hat 
hardware jobbers can learn they are 
not likely to right away. 

We quote from 
Contractors’ picks, 
discount; railroad 
per cent discount. 
all instances, 

Radio Goods.—No let-up in the de- 
mand for radio goods has been noted. 
In fact, business is steadily increasing 
and there is nothing that indicates that 
the end is in sight. The radio boom 
was some time in hitting New England, 
but now that it has arrived this terri- 
tory is living up to its old-time reputa- 
tion as a community possessed of great 
powers of absorption. Parts for radio 
sets are going big. Jobbers say it is 
exceptionally difficult to keep an ade- 
quate supply of brass rods and copper 
wire on hand for all requirements. 
Binding posts also are rated as among 
the “best sellers.” Brass nuts and brass 
machine screws, rubber, bakelite, sheet 
brass, etc., are in urgent demand and 
limited upply. Prices on all of these 
are strong. 


Rope.—The market for rope generally 
is termed as firm, with the demand 


Boston jobbers’ stocks: 
50, 10 and 5 per cent 
picks and mattocks, 60 
for the best grades in 


slowly but surely expanding. Local 
stocks are in fair condition only. 

We quote from Boston jobbers’ stocks: 
_Rope.—Manila, 20c. per Ib. Sisal rope, 
lic, per Ib., base. 

Twine.—Wool, l6c. per Ib. in full bales; 
cotton, No. 1, 46c. per Ib hemp, No. 18, 
36c., No, 24, 35e. per Ib. 


Screws.—All kinds and makes of 
wood screws and machine screws are 
moving out of wholesale and retail 
stocks in a satisfactory manner, espe- 
cially the smaller sizes used in connec- 
tion with radio appliances. The demand 
created by this radio business was ap- 
parently all that was needed to give the 
screw market the necessary start 
toward what looks like a long period of 
average business. Prices are firm. 

We quote from Brston jobbers’ stocks: 

Wood Screws.—Iron, bright, flat, 82% and 
20 per cent discount print: flat head blued, 
82%, and 20 plus 5 per cent discount; 
round head blued, 80 and 20 per cent dis- 
count; flat head brass, 77% and 20 per cent 
discount; round head brass, 75 and 20 per 
cent discount; flat head galvanized, 67% 
and 20 per cent discount; round head 
nickel, 70 and 20 per cent discount. 

Machine Screws, etc.—Coach screws, 50 
and 10 per cent discount; set screws, in- 
cluding headless, 75 and 10 per cent dis- 
count; cap screws, square and hexagon, 
75 per cent discount; fillister, 40 and 10 
per cent discount; flat 30 per cent discount; 
button head, 20 per cent discount, lag 
screws, §) per cent discount; iron machine 
screws, flat and round head, 70 per cent 
discount; fillister, 45 per cent discount; 
flat and round head brass, 40 per cent dis- 
count; fillister, 35 per cent ‘discount. 

Scythes and Snathes.—Advance or- 
ders for scythes and snathes are begin- 
ning to show up, and another month 
probably will see the market in full 
swing. Prices for these lines of hard- 
ware for the present season were made 
during the closing months of 1921, and 
nothing has happened since then to 
change values. 


We quote from jobbers’ stocks: 
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Scythes.—Little Giant, $16 per doz.; 
bramble sizes, $16.50 per doz.; brush sizes, 
$16.50 per doz, 


Snathes.—Ash, 


$13 per doz.; cherry, 
$14.75 per doz.; 


bush, $14.50 per doz. 
Snow Shovels.—The general public is 
not thinking much about snow shovels 
at this time of the year, but some of the 
retail hardware dealers are, neverthe- 
less. In a few instances some of the 
jobbing houses here opened their books 
for 1922 snow shovel business the past 
week, and a gratifying amount of 
orders has been booked, considering the 
season. Prices, it will be recalled, were 
recently put out by the manufacturers 
and the jobber in turn readjusted his 
quotations. 
We quote 


from Boston jobbers’ stocks: 


Office of HARDWARE AGE, 
1002 Park Building, 
Pittsburgh, May 29. 

EPORTS from districts affected by 
R the coal strike are more encourag- 
ing from the standpoint of the coal 
operators than at any time since the 
strike started on April 1. Non-union 
miners are going back to work. On 
Friday, May 19, forty men at one of 
the Frick Coke Co. mines voluntarily 
returned to work, and a representative 
of this company says that in not more 
than two weeks the company will have 
all the miners they can use. That the 
steel business was not very seriously 
affected by the strike is shown by the 
fact that output of steel ingots in May 
will show an increase over April, which 
was quite a good month. It is true 
that costs of making steel have been 
higher owing to the mills being com- 
pelled to buy high-priced coal from 
other fields, but this expense will soon 
be over, as the mines furnishing the 
regular supply of coal are fast getting 
back to work. It is predicted here that 
in two or three weeks the coal strike 
will be pretty well over and will result 
in the complete defeat of the miners. 

Developments during the past week 
in the steel trade were not important. 
There seems to be less anxiety on the 
part of buyers to place orders at the 
advances in prices. This is due to the 
fact that the steel consumers look for 
the collapse of the coal strike in a short 
time, and when this comes there may 
be some slight recessions in prices on 
some steel products that have advanced 
sharply since the strike started. 

There is still some scarcity in supply 
of certain steel products, and on these 
prices are very firm. It is the belief, 
however, that the upward movement in 
prices has about spent its force, and 
that further material advances are un- 
likely. Scarcity in supply of all kinds 
of wire products, soft steel bars, small 
pipe and especially in sheets, still ex- 
ists, while in wire products it is getting 
more acute. The mills are indifferent to 
some extent about loading up, as they 
are well sold up now, and prefer to 
reserve what steel they may be able to 
spare in the near future for their 
regular customers. 
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Snow Shovels.—Long handle, $4.50 per 
dozen; split wooden D-handle, $6.40; steel 
D- handle, $5.50. 


Taps.—Business in 
6-32, 8-32 and 10-32, is highly satis- 
factory. In fact, the market is more 
active than it has been since the old war 
days. Local stocks naturally have been 
pruned down materially during the pres- 
ent buying movement, and it has been 
necessary for jobbers to place some 
good-sized orders with the manufac- 
turers. Prices are firm all through the 
list of makes. 

We quote from jobbers’ stocks: 


taps, especially 


Taps, smaller than %-in., 60 per cent 
discount; % to %-in. 50 per cent; ; to 
-in, 40 per cent; 44 to 1-in., 3314 per cent; 


ig to 2-in., 15 per cent; 
per cent discount, 
Machine screw taps, No. 


2% to *0%% -in., 10 


12 and smaller, 


PITTSBURGH 


What steel prices will do for third 
quarter delivery is now the chief con- 
cern of the trade. Customers have been 
trying to find out if their steel will 
cost more in the third quarter, but 
without much success, and for this 
reason jobbers are going slow in the 
matter of making sales for that deliv- 
ery. So far the American Sheet & Tin 
Plate Co. has not opened its books for 
third quarter either on sheets or tin 
plate, but may do so at any time. 
Sheets are by far the most active in 
demand of any of the finished steel 
items, and mills are sold for several 
months ahead. The great activity in 
the automobile trade is largely respon- 
sible for this. With the coal strike 
out of the way, and it will not be long 
until this happens, the steel trade is 
in shape for a very active business for 
some months to come. 

It looks very much as though the 
merger of seven of the leading inde- 
pendent steel companies, which has 
been under way for some time, will not 
go through. The Bethlehem Steel Cor- 
poration has taken over the Lacka- 
wanna Steel Co. and the Youngstown 
Sheet & Tube Co. has withdrawn from 
the proposed merger, so that it is not 
likely to be put through, even with the 
five companies that are left. There 
may be some steel mergers later, but 
this is uncertain. 

Local hardware jobbers report that 
trade in May will show an increase over 
April. From some of the mining cen- 
ters affected by the coal strike orders 
have been few since the strike started, 
but in the past week they have shown 
an increase, and traveling men cover- 
ing these districts say that stocks are 
low and they are now expecting active 
orders. 

Hardware merchants have for some 
time been carrying lighter stocks than 
usual, but they are now showing more 
desire to stock up. Jobbers say they 
can notice increases in the size of 
orders and the trade is more inclined 
to buy ahead. 

Price changes in the past week were 
few, being confined to slightly lower 
figures on a few items, and advances 
on others. Cotton and lead are very 
firm and higher and this is reflected in 
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60 per cent discount; No. 


50 per cent discount. 

Nut taps, ¥ to 1-in., 25 per cent discount; 
1% to 2-in., 10 per cent discount, and 2% 
to 2%-in., list, plus 10 per cent. 

Stove bolt taps, #-in. only, 60 per cent 
% to %-in., 

Washers.—In common with the read- 
justment in local jobbing quotations on 
bolts and nuts there have been changes 
in washer values. The improvement in 
the demand for bolts and nuts naturally 
is reflected in that for washers, the 
volume of goods turned over by jobbers 
so far this month being far in excess 
of any month’s record this year. 


We quote from Boston jobbers’ stocks: 


14 and larger, 


discount; 50 per cent discount. 


Cast washers, %-in. and smaller, 5c. 
per lb.; larger 4%c. per Ilb.; cut washers, 
200-lb, kegs, list less $4 per keg; malle- 


able washers, 15c. per Ib. 


advances on some goods in which cot- 
ton and lead are used. Scarcity in 
supply of some goods is seriously affect- 
ing the hardware trade, in that mer- 
chants cannot get these goods as fast 
as they are needed to fill orders. In 
sporting goods, orders placed last Janu- 
ary for bats and baseballs have not yet 
been filled by the makers. This also 
applies to wire goods, and shipments by 
express are getting more frequent. 


Automobile Accessories—The great 
activity in the automobile trade is re- 
flected in accessories, demand for which 
is more than at any time this year. 
Prices, too, are firmer, and no im- 
portant declines are expected. 


We quote from jobbers’ stocks, f.o.b. 
Pittsburgh, as follows: Millers Falls No. 145 
jacks, $4.75. Reliable jacks, No. 1. $2.33; 
No. 2, $3.33, in lots of 12; Derf spark plugs, 
96c. each for all sizes in lots less than 50; 
Champion X spark plugs, 45c. each for less 
than 100 and 43c. each for over 100; Cham- 
pion regular, 53c. each for less than 100, all 
sizes 50c. each for over 100. 


Axes.—Most of the buying for fall 
delivery has been done and present de- 
mand is quiet. Reports persist of a 
cut of 50 cents per doz. by at least one 
maker, but local jobbers say they have 
not received any lower price quotations. 
The local market is said to be holding 
firm. 


Local jobbers are now quoting as fol- 
lows: Handle axes, 3%4-lb. to 4%4-lb., $21.30 
doz. ; 4-lb. to 5-lb., $21.90; 314-lb. to 4% -lb. 
No. 1, oval handles, $13.50; Miners, polished 
and _ blued, 314-lb. to 4-lb. No. 1, oval 
2 " 40. er axes, 3%4-lb. to 
41%4-lb., $12: . B. Mich., 3%4-Ib. a ea 


$16.80; D. B. Mich. 4-Ib. to 5-lb. 

Baseballs.—The shortage in supply 
of baseballs and bats is getting more 
acute. Leading makers of baseballs 
are at least sixty days back in ship- 
ments. One local house reports that an 
order for base balls it placed three 
months ago has not yet been entirely 
filled. Prices are strong. Local dealers 
continue to quote American and Na- 
tional League baseballs at $16 per doz. 
from stock. 


Bolts and Nuts.—The demand is bet- 
ter than for some time, and it is said 
the recent advance of about 10 per cent 
in prices is holding firm. However, 
most of the large trade was covered 
before the advance was made. The 
new discounts in large lots to jobbers 
follow: 
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Carriage bolts: % x 6 in. shorter and 
smaller, rolled thread, 65-5 per cent; % x 6 
in. shorter and smaller, cut thread, 60-5 per 
cent; larger or longer than % x 6 in., 60-5 
per cent. Machine bolts with h.p. nuts: 
% x 4 in. shorter and smaller, rolled thread, 
65-10-5 per cent; % x 4 in. shorter and 
smaller, cut thread, 65-5 per cent; larger 
or longer than % x 4 in., 65-5 per cent. 
Machine bolts with c.p. nuts, all sizes, 60 
per cent. Lag screws, 65-10 per cent. Bolt 
ends with h.p. nuts, 65-5 per cent. Blank 
bolts, 65-5 per cent. Tap bolts, 30-10 per 
cent. Rough stud bolts with nuts, 50-10 per 
cent. Hot pressed square and hexagon nuts, 
blank and tapped, $4.75 off list. Cold 
punched C & T square and hexagon nuts, 
blank and tapped, $4.75 off list. Semi- 
finished nuts: 9/16-in. and smaller, 80-10-5 
per cent; %-in. and larger, 75-10-5 per 
cent; f.0.b. Pittsburgh, Pa.; terms, 30 days 
net or 1 per cent for cash in 10 days. 
Rivets, 7/16-in. diameter and smaller, 70- 
10-10 per cent. Rivets, %4-in. diameter and 
smaller: Structural, $2.25 per 100 lb. base; 
boiler, $2.35 per 100 Ib. base; f.o.b. Pitts- 
burgh, Pa.; terms, 30 days net or \% of 1 
per cent for cash in 10 days. 

The above discounts are named only 
on very attractive orders, jobbers 
charging the usual advances for small 
lots from stock. 

Field Fence.—There is no let up in 
the demand, and all makers are back 
in shipments from four to six weeks. 
This situation is not likely to be re- 
lieved for some time; in fact, it may 
get worse instead of better. Prices are 
very firm, and the only trouble is to get 
material fast enough to meet the very 
heavy demand. 

Local jobbers continue to quote field fence 
at 68 per cent off in carload lots, and 66 
p2r cent off list in lots less than 1000 rods, 
f.o.b. Pittsburgh. 

Insecticides.—These goods are now 
coming in season. Local jobbers are 
quoting Sure-Death fly killer at $14 per 
doz. in gallon cans. 

Iron and Steel Bars.—The new de- 
mand for steel bars is still very heavy, 
and most mills either refuse to quote, 
or else they name high prices, not 
caring to take on more new orders. 
The implement makers, the nut and bolt 
trade and the car builders are all buy- 
ing heavily, and local mills that roll 
steel bars are filled for eight to ten 
weeks ahead. Jobbers’ stocks are low, 
and shipments by the mills are slow. 
Higher prices on steel bars soon are 
not unlikely. 


Local jobbers now quote steel bars rolled 
from billets at 1.75c. to 2c., depending on 
the order; reinforcing bars rolled from 
billets, 1.75¢. to 1.90c. base; reinforcing bars 
rolled from old rails, 1.65c. to 1.75c.; refined 
iron bars, 2c. to 2.25¢., the higher prices 
reed for large lots, and the lower for small 
ots. 


Lawn Mowers.—The demand is very 
heavy, and the supply is limited. All 


Office of HARDWARE AGE, 
538 Guardian Building, 
Cleveland, Ohio, May 27. 


‘MN HE volume of business has im- 

proved considerably during the 
past week or two. While activity is 
largely in spring goods other lines are 
moving better. Jobbers are getting a 


large number of repeat orders from 
retailers who are filling in their de- 
pleted stocks and some business has 
come from merchants who had post- 
poned buying until they actually needed 
the merchandise. 


Retail merchants re- 
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the makers are back in shipments, and 
jobbers’ stocks are low. The trade in 
lawn mowers this year will be much 
heavier than last year. 


Jobbers quote 14-in. competition mowers 
at $5.50 each; ball-bearing mowers, 9-in. 
wheels, three 16-in. blades, $8 each; 10-in. 
wheels, four 16-in. blades, $10 each; 10-in. 
wheels, four 18-in. blades, $10.50 each; and 
triple train gear, 18-in. knives, $15.50 each. 


Lead Traps.—Under date of May 9 
the American Lead Co. announces an 
advance of 10 per cent in lead traps. 

Fibre Cuspidors.—These goods have 
been reduced about 10 per cent. Local 
jobbers now quote No. 1, $16.80 per 
doz.; No. 2, $12 per doz., and No. 3, 
$10.50 per doz. 

Radio Supplies.—The new demand is 
beyond capacity of Westinghouse, Gen- 
eral Electric and other makers to sup- 
ply. It is said some very important 
improvements have been made lately in 
radio outfits, some of which have not 
yet been put on the market by the 
makers. 

Refrigerators.—The demand this year 
is exceptionally heavy, and there prom- 
ises to be a great shortage in the sup- 
ply. Two leading makers have advised 
their customers that they cannot take 
on any more orders, as they are abso- 
lutely filled up on all the refrigerators 
they can turn out this year. Jobbers 
say their stocks are low, and on some 
of the most popular sellers, are about 
exhausted. 

Steel Pipe.—The great activity in the 
building trades has caused a heavy de- 
mand for small pipe used in new build- 
ing construction. Some mills are filled 
up for several months, and are not 
anxious to take on any more orders. 
Prices are holding very firm, and there 
are reports that they may be higher 





soon. Local jobbers are having trouble 
to keep their stocks complete. They 
are quoting from stock as follows: 
Black Galv. Black Galv. 
Neon ts $2.71 ea a $5.30 $7.56 
ewes 2.60 1% 7.16 10.22 
Bae 2.60 $4.33 1% 8.57 12.23 
| 3.22 4.55 2...... 11.52 16.45 
Cl $26 658 2%..... 1833 
Above prices per 100 ft., f.0.b. Pittsburgh. 


Wine Kegs.—These goods are now 
coming in season, and prices are about 
15 per cent lower than last year. For 
red oak kegs, jobbers quote as follows: 
5-gal., $1.20 each; 10-gal., $1.65; 15- 
gal., $1.75; 20-gal., $2.25; 25-gal., $2.40, 
and for 30-gal., $2.60. 

Sheets.—The demand continues very 


CLEVELAND 


port a satisfactory volume of business 
in almost all spring lines. 

Among the lines that are in good de- 
mand are garden tools, screens and 
screen doors, lawn mowers, grass 
hooks, grass catchers, pruning shears, 
garden hose and accessories, various 
lines of house equipment used in spring 
cleaning, automobile tires and acces- 
sories, paints and varnishes. 

Few price advances have been re- 
ported. Bolts and nuts have been 
marked up following the advance in 
manufacturers’ prices and the advance 
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heavy for all grades of sheets, espe- 
cially for auto body sheets. The mills 
are operating at from 85 to 90 per cent 
of capacity, but are unable to keep up 
with the demand, and make prompt 
shipments. The American Sheet & Tin 
Plate Co. has not yet opened its books 
for orders for sheets for third quarter 
delivery, largely because of the uncer- 
tainty of prices of raw materials due 
in part to the coal strike. There has 
been a scarcity in supply of sheet bars 
for some time, and prices are up $4 to 
$5 per ton. The trade in sheets this 
year will be away beyond that of last 
year. Prices are very strong, and may 
go higher. 

Prices being quoted by jobbers at this 
writing, f.o.b. Pittsburgh, are as follows: 
Blue annealed sheets, 2.75c. to 3c.; No. 28 
gage Bessemer black sheets, 3.25c. to 3.50c., 
and No. 28 gage galvanized, 4.25c. to 4.50c. 
in small lots from store. Prices quoted 
depend largely on the size of the order. 


Tin Plate.-—The demand is still very 
heavy. The American Sheet & Tin 
Plate Co. is operating its tin plate 
mills to nearly 100 per cent of capacity, 
and yet is behind in shipments. The 
same is practically true of the inde- 
pendent tin plate mills. Prices are very 
firm. The American Sheet & Tin Plate 
Co. has not yet announced its prices 
on tin plate for last half of the year, 
but some of the independent mills are 
taking orders for that delivery, the 
price to be whatever figure may be 
agreed upon later. The base price of 
tin plate in large lots is $4.75 per box, 
but jobbers charge the usual advances 
for small orders to be filled from stock. 

Wire Products.—The new demand for 
wire and wire nails is fairly active, but 
is not as heavy as for other steel prod- 
ucts. Last week several of the wire 
mills reported that their orders were 
better than they had been for some 
time. Prices are firm and unchanged. 


Jobbers quote from stocks, f.o.b. Pitts- 
burgh, as follows: Wire nails, $2.65 base 
per keg; galvanized, 1 in. and longer, in- 
cluding large head barbed roofing nails, 
taking an advance over the price of $1.25, 
and shorter than 1 in., $1.75; bright Bes- 
semer and basic wire, $2.50 per 100 Ib.; 
annealed fence wire, Nos. 6 to 9, $2.50; gal- 
vanized wire, $3; galvanized barbed wire, 
$3.25: galvanized fence staples, $3.25; 
painted barbed wire, $2.75; polished fence 
staples, $1.75; cement coated nails, per 
count keg, $2.25 to $2.35; these prices be- 
ing subject to the usual advance for the 
smaller trade, all f.o.b. Pittsburgh, freight 
added to point of delivery, terms 60 days 
net, less 2 per cent off for cash in 10 days. 
Discounts on woven-wire fencing are 68 to 
70% per cent off list for carload lots. 67 to 
691% per cent for 1000-rod lots. and 66 to 
6814 per cent for small lots, f.o.b. Pitts- 
burgh. 


in the sheet steel market has resulted 
in higher prices for stove pipe and el- 
bows. One manufacturer of butts and 
strap hinges has given notjce of a price 
advance effective June 1. There is 
some expectation that the advance in 
steel prices may result in some other 
advances in hardware prices on lines 
that are most particularly affected by 
changes in the costs of raw material. 
Automobile Tires and Accessories.— 
The demand for tires and tubes is 
fairly heavy. Retailers report good 
sales and are stocking up liberally. 
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The demand for various accessories is 
slowly expanding. Everything points 
to an exceptionally good business this 
year in the automobile supply line. 

We quote from jobbers’ stocks’ f.o.b. 
Cleveland: Miller Falls No. 145 jacks, $4.75. 
Reliable jacks, No. 1, $2.33; No. 2, $3.33, 
in lots of 12, Derf spark plugs, 96c, €a 
for all sizes in lots less than 50; Champion 
X spark plugs, 45c. each for less than 100 
and 43c. each for over 100; Champion 
regular, 53c. each for less than 100, all 
sizes 50c. each for over 10). 

Apple Parers.—These have declined 
about 15 per cent and jobbers have com- 
menced to take orders for fall deliv- 
ery. 

Axes.—Fall business has been mostly 
placed and consequently the present de- 
mand is light. Prices are unchanged. 


Jobbers quote f.o.b. Cleveland as follows: 
First grade, single bitted axes, handled, $16 
per doz.; unhandled, $12 per doz.; double 
bitted axes, handled, $21 per doz.; un- 
handled, $17 per doz.; second grade axes, 
single bitted, handled, $14.50 per doz.; un- 
handled, $11.50 per doz.; double bitted, 
handled, $19.50 per doz.; unhandled, $16.50 
per doz. The lowest prices are for full case 
lots. For less than full cases prices are 
50c. per doz. higher. 

Binder Twine.—There is still some 
demand for binder twine. Jobbers have 
shipped early orders. Prices are un- 
changed. 

Cleveland jobbers quote standard and 
sisal binder twine at 10c. per lb. for mill 
shipment and 10%c. per Ib. for stock ship- 
ment. 

Builders’ Hardware.—One manufac- 
turer has announced a price advance of 
approximately 10 per cent on butts and 
strap hinges to become effective July 1, 
and similar action is expected to be 
taken by other manufacturers. The 
advance in price is attributed to the ad- 
vance in steel prices. Jobbers report 
a very good demand for various build- 
ers’ hardware items, such as common 
lock sets, sash locks, screen hardware, 
garage door hangers and various lines 
of common builders’ hardware. 

Bolts and Nuts.—Following the re- 
cent price advance by manufacturers, 
jobbers have marked up prices excepi 
on machine bolts. On these there is 
considerable competition and for the 
present low prices are being adhered 
to. The demand is improving. 

Jobbers quote f.o.b, Cleveland large and 
small machine bolts, cut thread 65 and 10 
per cent off list. Carriage bolts rolled 
thread 65 and 10 per cent off list. Large 
cut thread 65 and 5 per cent off list. Stove 
bolts 80 and 5 per cent off list. 

Corrugated Roofing.—With the spring 
demand corrugated roofing is moving 
in good volume. 

Cleveland jobbers quote f.o.b. Pittsburgh: 
2%-in., 29 gage corrugated roofing at $3.75. 

Fence.—The demand is only moderate 
and prices are unchanged. 

Cleveland jobbers quote field fence, f.o.b. 
Pittsburgh. at 68 per cent off list for car 
lots for mill shipment and 66 per cent off 
list for less than 1000 rods. 

Garden Tools.—These are still very 
active. Retail sales have been heavy 
and jobbers are receiving a lot of pick- 
up orders from retailers. Jobbers still 
have good stocks. 

Galvanized Ware.—This line continues 
to move in good volume and prices are 
firm and unchanged. 


Jobbers quote, f.o.b. Cleveland: Galvan- 
ized tubs with wringer attachment, No. 1, 
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$7.25 per doz.; No. 2, $8.25 per doz.; No. 3, 
$9.25 per doz. Heavy Red Band tubs, No. 
1, $13.75 per doz.; No. 2, $15.50 per doz.; 
No. 3, $17.25 per doz. Standard pails, 10- 
qat., $2.25 per doz.; 12-qt., $2.50 per doz.; 
14-qt., $2.75 per doz.; 16-qt., $3.40 per doz. 

Handles.—Some small lot orders are 
being placed but generally the market 
is rather dull. Prices are unchanged. 

Jobbers quote f.o.b, Cleveland: Hickory 
axe handles, single and double bitted, best 
grade, $4.75 per doz.; XXX grade, $4 per 
doz.; XX grade, $3.50 per doz.; X grade, 
$2.75 per doz. No. 1 pick handles, $3.25 
per doz. Best grade, $4.75 per doz.; Ameri- 
can Fork & Hoe Co.’s wood “D” shovel, 
spade and scoop handles, X grade, $6 per 
doz.; malleable ‘‘D’’ grade manure fork and 
spading fork handles, $5 per doz.; X grade, 
long shovel spading handles, $4.50 per doz.; 
hay and manure fork handles, X grade, 
4-ft., $3.15 per doz.: 4%4-ft., $3.60 per doz.; 
XX grade, 4-ft.. $4.25 per doz.; 4%-ft., 
$4.60 per doz. 

Glass Baking Ware.—Jobbers have 
commenced to take orders for glass 
baking ware for fall delivery at the 


prices which were established Jan. 1. 


Ice Cream Freezers.—These are still 
in lively demand and jobbers have good 
stocks. 

Cleveland jobbers quote freezers as fol- 
lows: Lightning, 2-qt. at $2.50 each; 3-qt. 
at $3 each; 4-qt. at $3.50 each; 6-qt. at 
$4.50 each; White Mountain, 2-qt., $3; 3-qt., 
3.50; 4-qt., $4.25; 6-qt., $5.25; galvanized 
freezers, 2-qt., $12 per doz. 

Ice Skates.—Orders for fall ship- 
ment continue to be light. 

Jobbers quote Union Hardware Co. hockey 
skates as follows: No. 9 hockey, $1.90 pair; 
No, 424%, $1.25 pair; No. 924%, $2.30 pair; 
No. 424%, ladies’, $1.50 pair; No. 924%, 
ladies, $2.75 pair. : 

Lawn Mowers.—The demand for lawn 
mowers continues to be exceptionally 
good. Sales by retailers have been 
fairly heavy and jobbers are getting a 
good volume of fill in and repeat orders. 
Jobbers’ stocks have become rather 
short in medium grade machines re- 
tailing from $10 to $15. 

Nails and Wire.—The demand is good 
and prices are firm and unchanged. 


Cleveland jobbers quote as_ follows: 
Nails, less than car lots, stock shipment, 
$2.75 per keg; same for mill shipment. 
$2.60; car lots, mill shipment, $2.50; No. 9 
annealed wire, $2.50 per 100 lb.: No. 9 gal- 
vanized wire, $3 per 100 Ib.; cement coated 
nails, $2.25 per 100 Ib. 


Oil Cook Stoves.—Jobbers report a 
good volume of buying in repeat orders 
and in orders from retailers who post- 
poned buying. Prices are unchanged. 

Jobbers quote oil cook stoves, f.o.b. Cleve- 
land, as follows: Harvard, 2-burner, $10.85; 
3-burner, $14.25; 4-burner, $18.20. Cabinet 
pipe, 2-burner, $14.35; 3-burner, $18.50; 
4-burner, $24.20. 

Ornamental Fencing.—There is a good 
demand for ornamental fencing, trellis 
flower guards, etc. 

Cleveland jobbers quote ornamental fenc- 
ing at 55 per cent off list for both stock or 
mill shipment. 

Poultry Netting and Wire Cloth.— 
Wire cloth is in good demand, but sales 
of poultry netting for the season are 
about over. Jobbers’ stocks are fair. 
Prices are unchanged. 

Jobbers quote as follows for mill ship- 
ment or for shipment from stocks, f.o.b. 
Cleveland: Poultry netting, galvanized after 
weaving, 50 and 5 per cent discount; black 
wire cloth, 12 mesh, $1.90 to $1.95 per 100 
sq. ft.; galvanized, $2.40 per 100 sq. ft.: 
bronze wire cloth, 14 mesh, $6.75 per 100 
sq. ft 

Plumbers’ Goods.—The demand is 
heavy for all house plumbing equipment 


Reading matter continued on page 70 
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and deliveries on some lines are slow. 
Jobbers cannot secure shipments from 
manufacturers of bath tubs and lava- 
tories in less than four weeks and de- 
liveries are backward on range boilers 
and cast iron soil pipe. 

Rope.—Retailers have stocked up 
pretty well for early requirements and 
the rope market is quiet. Prices are 
unchanged. 


Cleveland jobbers quote manila rope at 
17%c, per lb. for mill shipment and 18c. 
per lb. for shipment from stock; best qual- 
ity sisal rope, 15c. per lb. for mill ship- 
ment. 

Refrigerators.—The shortage in re- 
frigerators previously noted continues. 
Jobbing houses are getting a good vol- 
ume of orders, many of which they can- 
not fill. 

Stove Pipe and Elbows.—Manufac- 
turers have made another price advance 
owing to the higher prices that are pre- 
vailing for steel sheets. 

Cleveland jobbers quote 6-in. 28-gage 
stove pipe for mill shipment at $3.30 per 
crate, same for stock shipment $3.50 per 
crate; crimped elbows at $1.20 per crate 
for mill shipment and $1.40 per crate for 
stock shipment, 

Shovels.—The low prices are still 
bringing out considerable shovel busi- 
ness. 


Jobbers quote f.o.b. Cleveland as follows: 
No. 2 size shovels, 4th grade, $9.25 per doz.: 
2nd grade, $11 per doz.; Ist grade, $14.50 
per doz. 

Screen Doors and Windows.—These 
are in very good demand owing to pur- 
chases by retail dealers who did not 
place their orders earlier in the season. 

Sash Cord.—Following the recent ad- 
vance by manufacturers, local jobbers 
have just marked up sash cord 2 cents 
per Ib. 

Cleveland jobbers quote No. 8 common 
sash cord at 34c. per lb.; No. 8 standard 
sash cord at 36c. per Ib 

Screws.—The demand is steady and 
prices are unchanged. 

Jobbers quote wood screws as follows, 
f.o.b. Cleveland: Flat head bright, 82%-10 
and 5 per cent off list; round head blued, 
80-10 and 10 per cent off list; round head 
nickeled, 70-10 and 5 per cent off list: 
conan head brass, 75-10 and 5 per cent off 
ist. 

Sporting Goods.—The demand for 
fishing tackle, baseball and tennis goods 
continue to be good. Deliveries by 
manufacturers are still very slow on 
baseball goods and some lines of tennis 
rackets. 

Steel Sheets.—The market is fairly 
active and prices are firm at the recent 
advance. 


Cleveland jobbers quote sheets at 3.90c. 
for No. 28 black and 5c. for No, 28 galvan- 
ized. 


Wheelbarrows.— The demand for 
wheelbarrows for early shipment is very 
good. Prices are unchanged. 


Paints and Varnishes.—The demand 
for paints and varnishes is very active. 
Both turpentine and linseed oil have 
recorded further advances. Turpentine 
reached $1.07 per gal, but later declined 
and a further advance is not expected. 


Cleveland jobbers quote best grade mixed 
paints at $2.60 per gal. for colors and $2.75 
for white; linseed oil, $1.06 per gal. for 
raw oil and $1.08 for boiled oil; turpentine, 
$1.02% per gal. for barrel lots; white lead, 
12%c, per lb. for 100-lb. kegs and less than 
500-lb. boxes, 
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McKINNEY 
Hinges and Butts 
and Hardware 


Also garage hard- 
ware, door hangers 
and track, door bolts 
and latches, shelf 
brackets window and 
screen hardware, 
cabinet hardware, 
steel door-mats and 
wrought specialties. 











VERY piece of hardware needed 

for the hanging and operation of 

the private garage door, packed com- 

plete in a box—everything from the 
track down to the last screw. 

Your customer picks out the kind 
of garage entrance that meets his par- 
ticular requirements and all you have 
to do is to hand over the box of 
McKinney Hardware which corre- 
sponds to that type. The various kinds 
of doors—swinging, sliding-folding, 
or around-the-corner arrangements— 
are pictured in the McKinney Garage 
Door Hardware Book. A copy of 
this book should be in your store. We 
will gladly send you one free of charge. 

In selling these complete sets there 
are two important points for you to 
remember : 
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Here is the hardware in one of the 
McKinney Garage Sets 


First, that it is the most convenient, 
the easiest, the quickest, and the 
most satisfactory method of selling 
garage door hardware. Nothing is 
forgotten, no time is taken up in 
assembling the needed articles. 

Second, that every article in each 
set is of the highest quality— 
McKinney made. You can back 
up these McKinney sets with the 
strongest kind of selling talk you 
know of and be altogether on the 
safe side. 


If you are not handling these sets 
now you are missing a good thing and 
so are your customers. Write today 
for the book. It will give you a clear 
idea of the wonderful possibilities for 
you in this line. When you get the 
book, tie it fast to your counter for 
quick reference by your customers and 
yourself, 


MCKINNEY 


Complete Garage Door Sets 


McKINNEY 


MANUFACTURING CO., 
Western Office, Wrigley Bldg., Chicago 


Pittsburgh 


Export Representation 
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Office of HARDWARE AGE, 
3725 Colfax Ave. So.. 
Minneapolis, Minn., May 27. 
ETAIL hardware sales are reported 
as being good and are improving 
daily as the season advances. While 
other lines of business are not doing 
proportionately as well, hardware sales 
have at least picked up to their pre- 
war activity, and the total volume of 
sales should be considerably larger than 
lust year. 

Seasonable goods, such as hose, gar- 
den tools, paints and lawn mowers, are 
enjoying an unusually good demand. 
Shortage of lawn mowers are develop- 
ing in certain grades, and one local 
paint manufacturer reports that for the 
first time in the many years of their 
business they have not been able to 
keep up with the demand even though 
working both night and day shifts. 
For paints this time of the year is of 
course the peak of the season and the 
situation will soon ease up. 

Money for construction work and 
business purposes seems to be more 
plentiful. The unemployment situation 
as far as ordinary labor is concerned 
is gradually disappearing. 

There have been no particularly im- 
portant changes in price. 


Builders’ Hardware.—Sales of build- 
ers’ hardware are excellent and as pre- 
viously predicted an unusual volume of 
business is being done. There is no 
sign of any let up in future construc- 
tion work. Permits in Minneapolis 
last month were to the extent of $5,000,- 
000, whereas in one day last week per- 
mits for $453,000 were issued. Short- 
ages of stocks will undoubtedly develop. 


Axes.—A fairly satisfactory volume 


of business is being done. Prices re- 
main as for some time past. 
We quote from jobbers’ stocks, f.o.b. 


Twin Cities: Single bit axes, $11.50: double 
bit, $16.50 per doz., base weights. 

Bolts.—Bolts are now receiving some 
of the improvement in other lines and 
a fair volume of business is being done. 
Prices show no further change. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Small carriage bolts, 60 per 
cent; large carriage bolts, 50-5 per cent; 


small machine bolts, 60-10 per cent; large 
machine bolts, 60 per cent; stove bolts, 75- 
10 per cent; lag screws, 60-5 per cent. 

Brads.—Sales of brads are of good 
volume and will undoubtedly continue to 
improve during the building season. 
Prices remain unchanged. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Brads, in standard packages, 
75 per cent from list. 


Churns.—There is only a fair demand 


for churns. Stocks are ample and 
prices remain the same. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Barrel type churns, 40-5 per 


cent from list. 

Clipping and Shearing Machines.— 
Sales of clippers and shearers are of 
about the usual volume at this season 
of the year. Prices remain firm. 

Eaves Trough, Conductor Pipe and 
Elbows.—There is now a good volume 
of business being done in this line, 


HARDWARE AGE 


TWIN CITIES 


which is expected to improve rapidly 
from now until the close of construction 
work. Prices continue unchanged. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Eaves trough, 28 gal., 5 in., 
lap joint, single bead, $4.50 per 100 ft.; 
3-in. conductor pipe, corrugated, $4.50 per 
bse ft.; elbows, 3-in. corrugated, $1.55 per 
oz. 


Files.—There is now a good demand 
for files in a retail way, although not 
much manufacturing demand. Prices 
remain as last quoted. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Nicholson files, 60-5 per cent; 
Arcade files, 70-214 per cent; Disston files, 
70-10 per cent. 

Galvanized Ware.—Demand is now 
developing very nicely and a fair 
amount of business is being obtained. 
Prices show no change. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Galvanized tubs, No. 1. $6.10 
per doz.; No. 2, $6.85; No. 3, $8; heavy 


galvanized, No. 1, $12; No. 2, $13; No. 3, 
$15; standardized 10-qt. galvanized pails, 
$2.15; 12-qt., $2.35; 14-at., $2.70; 16-qt. 
stock, pails, heavy, $6; 18-qt., $7.35. 

Glass and Putty.—From the average 
retail hardware dealer’s standpoint 
sales are only of average volume. Prices 
remain as last quoted. 


We quote from jobbers’ stocks, f.0.b. 
Twin Cities: Single strength glass, 84 per 
cent; double strength glass, 85 per cent. 
Putty in 50-lb. drums, $4.40 per cwt.; 25-Ib. 
drums, $4.55 per cwt. 

Hose.—A very good volume of sales 
is now being obtained on garden hose. 
No price changes have been noted. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Five-ply, 3.4-in., 114c. per 
ft.; 3-ply, competition hose, 944c. per ft. 

Ice Cream Freezers.—A fair demand 
for freezers is developing. The sales 
have been held back by unusually cold 
weather for this time of the year. 
Prices are firm. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Best grade, wooden tub, 4-qt., 
$4.13 each; 6-qt., $6.75 each. 

Lawn Mowers.—There is now a very 
heavy demand for lawn mowers, and 
shortages of some grades are apparent. 
Prices remain as last quoted. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Best standard grades, from 25 


to 30 per cent from lists; medium grade, 
ball-bearing, from $8.35 to $9.50 each. 


Milk Cans.—Sales are of fair volume. 
Prices remain as last quoted. 
We quote from jobbers’ stocks, f.o.b. 


Twin Cities: Railroad milk cans, 5-gal., 
2.25 each: 8-gal., $2.80 each; 10-gal., $2.95 
each, 

Nails.—There is now a very heavy 


volume of business being done in wire 


nails. Prices show no further change. 
We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Standard wire nails, $3.45 


base; cement coated nails, $2.80 base. 
Paper.—There is a very good demand 
for builders’ papers and this demand is 


increasing daily. Prices are firm. 
We quote from jobbers’ stocks, f.o.b. 
Twin Cities: No. 2 tarred felt, $2.57 per 


ewt.; string felt, $1.42 per cwt.; red rosin 
sheathing, $2.19 per cwt. 


Poultry Netting.—There is an excep- 
tionally good call for poultry netting 
and some dealers report difficulty in 
getting certain sizes. Unchanged prices 
are in order. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Hexagon poultry netting, 55 
per cent from standard lists. 
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now experiencing 
fairly good sales, and an average 
amount of spring business is being 
done. Prices remain as for some time 
past. ; 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Pure manila rope, 194c. per 
lb.; pure sisal rope, 16%4c. per lb. 

Sandpaper.—Sandpaper is now in ac- 
tive demand and a very good volume 
of business is being done. Prices have 
remained stationary for months. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Best grade No. 1, at_ $7.20 
per ream; second grade, No. 1, at $6.50 per 
ream; No. 1 garnet paper, $15 per ream. 

Sash Cord.—Demand is heavy and an 
unusually big year’s business is antici- 
pated. Prices remain firm. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Best grades, 65c. per lb.; ordi- 
nary grades, 36c. per lb. 


Sash Weights.—Demand is of good 
volume for so early in the building sea- 
son, although the heaviest demand will 
come later in the season. Prices are the 
same. 

We quote from jobbers’ 
Twin Cities: $2 per cwt. 

Screen Doors and Window Screens.— 
There is now a fairly active demand for 
these two items. Prices remain as first 
announced. 

Screws.—Demand is very active and 
a good volume of business is being done. 
Prices show no further change. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Flat head bright screws, 82%4- 
10 per cent; round head blued screws, 80-5 
per cent: flat head japanned screws, 75-5 
per cent; flat head brass screws, 75-10-5 
per cent; round head brass screws, 75-5 per 
cent. 


Rope.—Rope is 


f.o.b. 


stocks, 


Tacks.—Sales are somewhat im- 
proved and prices remain firm. 
We quote from jobbers’ stocks, f.o.b. 


Twin Cities: American cut, 8 oz., 60c. per 
dozen packages; tinned carpet, 8 0z., 65c.; 
blued carpet, 8 oz., 60c.; double pointed, 11 
0z., 32c. 


Tin Plate—Demand is showing a 
steady gain and a fairly good volume 
of business is being received. Prices 
show no change. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Furnace coke, ICL 20x 28, 
ttt roofing tin, IC 20 x 28, 8 lb. coating, 

Wheelbarrows.—The demand for 
wheelbarrows is now more active and 


sales are of good volume. Prices re- 
main as last quoted. 
We quote from jobbers’ stocks, f.o.b. 


Twin Cities: Wood stave, fully bolted, $36 
per doz.; No. 1 tubular steel, $6.35 each; 
No. 1 garden barrow, $5.40 each. 


Wire Cloth.—There is now a very 
heavy demand for wire screen cloth 
and in some localities shortages appear 
imminent. Prices remain as first an- 
nounced. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Black, 12 x 12 mesh, $2.10 per 
100 sq. ft.; galvanized, $2.40 per 100 sq. ft. 

Wire.—There is now a good demand 
for wire and an increasing volume of 
business is expected. Prices are as 
last reported. 


We quote from _ jobbers’ 
Twin Cities: Barbed wire, 80-rod spools, 
painted cattle, $2.95: galvanized cattle, 
$3.34; painted hog wire, $3.16; galvanized 
hog wire, $3.58; smooth black annealed No. 
9, $3.30 per cwt.: smooth galvanized an- 
nealed No. 9, $3.80 per cwt. 


stocks, f.o.b. 
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Making windows count 


OU can’t get away from it. Excuses don’t 

help. The fact has been proved time 

and time again. Window displays sell the goods 
and keep them selling. 


Here is an extract from a letter of the Western 
Bank Supply Company (the Tulsa, Oklahoma 
branch). “We are enclosing a photograph of a 
recent window display. The map shown in 
the centre of the photograph is made from 
beaver board and the mountains are in re- 
lief. The entire map was painted a light green 
leaving white to show the snow on the Rocky 
Mountains. The ‘water’ was formed by using 


an ultra-marine shade of blue sateen. The 
panel in the centre of the map was white with 
a light green border and red lettering. 


“The window has caused quite a little comment 
and has practically sold us out of “XXth Cen- 
tury’ Coolers. We feel that the window has 
well repaid the effort put forth.” 


The aggressive, progressive spirit is going to 
count this year more than ever before. We 
shall be glad to tell you many ways to increase 
your “XXth Century” Cooler business. Write 
now while you have the time. 


ORDLEY&LJAYES—> 


( © O 41D IR 


[SaDQUARTERS 





10 Leonard St., New York City 


® 
Established 1889 








CENTUR 


XEOOLER 






99 


















HARDWARE 






Will Pass No New Tariff Law Before Autumn 





Constitutional Tangles Develop—Would Provide 
Law to Tax State Securities—Good and 
Bad Features of Chain Stores 


WASHINGTON, May 29, 1922. 


ALF a hundred Palm Beach suits 
H have been delivered to members 
of the Senate and with a plenti- 
ful supply of ice, mineral water and 
lemons on hand the United States Sen- 
ate has settled down to a summer-long 
discussion of the Fordney-McCumber 
tariff bill. All predictions as to the 
length of the debate have been discred- 
ited, for already six weeks have been 
consumed in the first reading of the 
chemical schedule—alarge part of 
which has been passed over for future 
consideration—and with thirteen addi- 
tional schedules and a big batch of ad- 
ministrative provisions yet to be con- 
sidered, it begins to look like a contin- 
uous session until March 4, 1923. 
Old-timers in Washington believe 
however, that even the Senate will tire 
of talking about the tariff in the course 
of a few weeks and will then begin 
the serious work of voting on the Fi- 
nance committee’s amendments to the 
House measure. At best, however, no 
one looks for the final passage of the 
bill before Sept. 1. 


Many Novelties in Bill 


No tariff bill enacted in the past 
thirty years has contained so many 
revolutionary innovations as that now 
before the Senate. On this account it 
takes very little to start a general dis- 
cussion on the Senate floor and when 
a debate is fairly launched nothing but 
the physical collapse of half a dozen 
Senators can check it. 

The majority leaders of the Finance 


By W. L. CROUNSE 


Committee are a good deal concerned 
over the attitude of the minority 
toward the so-called “flexible” pro- 
vision written into the bill authorizing 
the President to raise or lower rates 
within prescribed limits upon ascer- 
tained and proclaimed facts. Senator 
Walsh of Montana, conceded to be one 
of the best constitutional lawyers in 
the Senate, and Senator Underwood of 
Alabama, who was chairman of the 
Ways and Means Committee when the 
existing tariff law was drafted, have 
assailed this proposed section savage- 
ly, declaring it to be absolutely uncon- 
stitutional. 

Senator Walsh declares that the tax- 
ing power is exclusively a legislative 
power and that there is no authority 
in the Constitution to delegate this 
function to the President or any other 
executive official. If this were not true, 
he says, it would be possible for suc- 
ceeding presidents to completely change 
the economic policy of the Government 
with respect to taxation without the 
formality of consulting Congress. 


Wrong in Principle 


Senator Underwood, who is the mi- 
nority leader of the Senate, declares 
that the proposed delegation of power 
to the President is not only unconsti- 
tutional but wrong in principle for the 
reason that the President cannot pos- 
sibly exercise such a power without del- 
egating to others the work of gather- 
ing facts so that his proclamations 
would always represent the findings of 
some subordinate bureau rather than 
his own knowledge of the subject. 


Mr, Underwosd goes further, how- 
ever. He declares that if Congress can 
constitutionally delegate power to the 
President to levy taxes at the customs 
house, it can also grant power to levy 
internal revenue taxes, a sensational 
departure from the time-honored prac- 
tice of 150 years. 

There is no doubt a dozen or more 
Republicans are doubtful as to the con- 
stitutionality of the flexible provision 
of the pending measure and if fifteen 
or sixteen Republicans voted against 
this feature of the bill it would serve 
to eliminate it. The majority leaders 
are not a little worried over the situa- 
tion. 

High Duties Based on Flexibility 


Their anxiety is accentuated by the 
fact that many of the high duties in 
the bill have been excused on the 
ground that they are necessary to-day 
in view of the demoralized condition of 
foreign exchange, but can be reduced 
by the President in his discretion when- 
ever the European situation becomes 
stabilized. 

Many good lawyers outside of Con- 
gress believe the proposed flexible tariff 
provision to be unconstitutional. Con- 
gress alone has power under the Con- 
stitution “to lay and collect taxes” and 
as there is no provision for delegating 
this power to the President there is 
good reason to believe the Supreme 
Court would invalidate such a delega- 
tion. 

The unfortunate feature of this con- 
troversy is the fact that if the court 
should hold the flexible tariff provision 
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The 
NATIONAL 
Show Card 
Writer 








“Get This Showeard Writer 
He Draws No Salary — — 


And How He Helps” 


Make signs when you want them—As 
many as you wish, exactly as you desire 
them. 


Just the machine you need to cut expense and 


add to sales. 


There are nine sizes of letters in three 
different styles and enough figures and 
ornaments to make any kind of a display 
-ard—and what’s more, two colors at your 
command. 

The extraordinary feature of it all is that 
you don’t have to be an artist or letterer 
——Just follow the guide and the results are 
true facsimiles of attractive hand lettered 
price and display cards. 

Drop us a line and we'll send you some 
samples of the National Stencil work, the 


attractive price and when we can ship one 
to you. 


NLS SAREE RR LR AS SRNR} 


THE NATIONAL SIGN STENCIL CO. 
St. Paul, Minnesota 


DISPLAY MATERIAL CO., 191 Pearl Street, New York, N. Y. 
THE SHO-WINDOW MATERIAL CO., 911 Clay Street, Oakland, Cal. 
CENTRAL STATES SALES CO., 38 Dearborn Street, Chicago, III. 
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to be unconstitutional, it would disjoint 
the entire fabric of the Fordney-Mc- 
Cumber tariff and make it necessary 
for Congress to begin immediately an- 
other comprehensive revision of the 
schedules. On this account some of the 
Republican leaders fear to incorporate 
a flexible provision at this time and are 
suggesting that the flexible principle 
be tested by writing it into the bill as 
to one or two rates so that a test case 
can be brought for the purpose of se- 
curing a judicial interpretation of the 
matter. 


No More Tax-Exempt Securities 


Much pressure is being brought to 
bear upon the House leaders to secure 
consideration for the joint resolution 
recently reported by the House Ways 
and Means Committee proposing a con- 
stitutional amendment that will pro- 
hibit the issuance of tax free bonds by 
federal, state and municipal govern- 
ments. Under the Constitution the 
Federal Government is prohibited from 
levying taxes on state and municipal 
securities, and as a result more than 
$18,000,000,000 have been invested in 
these issues, income from which wholly 
escapes taxation. 

From one aspect the issuance of tax 
exempt municipal bonds is decidedly 
deplorable. The demand for such se- 
curities on the part of men of large 
wealth who desire them as permanent 
investments has induced many cities 
and towns to borrow larger sums for 
public improvements than the necessi- 
ties of the case warrant, and in some 
instances larger sums have been bor- 
rowed than can be taken care of on the 
basis of current taxation. 


Cannot Apply Retroactively 


The discussion of the proposed 
amendment to the Constitution will 
probably have the effect of accentuat- 
ing this uncertain feature of the case 
for whatever prohibition may be se- 
cured through the adoption of a con- 
stitutional amendment, lawyers all 
agree that it will apply only to future 
issues and not to securities already 
floated. Under these circumstances 
every municipality in the country is 
facing the temptation to put out a bond 
issue before Congress acts. 

The assent of thirty-six states will 
be necessary for the adoption of the 
proposed constitutional amendment. It 
is therefore an interesting question as 
to whether so large a number of the 
states will ratify a constitutional pro- 
vision under which they will surrender 
to the Federal Government the right to 
tax their own securities. 

Some slight inducement is offered the 
states to ratify the proposed amend- 
ment by a reciprocal provision which 
would permit states and municipalities 
tow tax federal securities. Theoretically 
this is all very well, but men who have 
invested their life savings in federal 
or state securities must contemplate 
with “mixed feelings” the day when 
both federal and state governments 


can tax each other’s securities without 
any limitation whatever. 
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At last the Postoffice Department has 
been obliged to tell the truth—or a part 
of the truth—about the postage rates 
on the parcel post. Camouflaging the 
issue a bit by loud pedaling the in- 
crease in the cost of doing business 
that has occurred since the United 
States entered the European war, the 
department now frankly admits that 
the parcel post rates are too low. This 
is another way of saying that the chief 
beneficiaries of this service, the big 
mail order houses, are operating their 
delivery systems to a substantial de- 
gree at the expense of the general tax- 
payers of the country. 

The department intends to give very 
serious consideration to the question 
of raising parcel post rates to a point 
where the service will be self-sustain- 
ing. It is a difficult problem and one 
that will require very skillful handling. 

Several alternative plans are under 
discussion. The most favored seems to 
be the addition of a flat increase to 
every zone rate. The advantage of this 
plan is to be found in the fact that the 
department can estimate with reason- 
ble accuracy the number of parcels an- 
nually carried, and can thus figure 
closely the rate of increase necessary 
to provide a certain amount of addi- 
tional revenue. Of course, it will be 
necessary to take into account the fact 
that any increase—especially of the 
basic rate—would operate to reduce the 
number of parcels handled by the 
service, 


Express Companies Seek Business 


With the express companies and local 
delivery services eagerly seeking more 
business, Uncle Sam would undoubted- 
ly lose heavily if the basic rate should 
be substantially increased. The feel- 
ing that private enterprise can carry 
on almost any business much more 
cheaply than the Government is worry- 
ing the postal officials not a little in 
this connection and they will be dis- 
posed to limit the proposed increase to 
the strict necessities of the service. 

Another proposition receiving con- 
sideration is the readjustment of zones 
so as to provide higher rates for great 
distances without disturbing the sched- 
ule of the first two or three zones. It 
is feared, however, that the effect of 
such a change would be to give the 
Government all the short haul business 
where the expense of collection and de- 
livery must come out of the minimum 
fee and to turn over the long hauls at 
more remunerative rates to the express 
companies. 

There is no doubt that while the big 
mail order houses have been the chief 
beneficiaries of the parcel post, the 
service has grown to be of great im- 
portance to merchants in all lines; 
hence the final disposition of the prob- 
lem now before the department will be 
awaited with very general interest. 


Interesting Data on Chain Stores 


The growth and significance to all 
classes of distributors of the chain 
store was the subject of an interesting 
paper read before the Domestic Distri- 
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bution Group during the annual con- 
vention of the United States Chamber 
of Commerce in this city. This inter- 
esting paper was read by Dr. Paul H. 
Nystrom, director of the Retail Re- 
search Association of New York City 
who has made a special study of the 
chain store’s retailing methods. 

There are now probably over 2000 
chain store systems in this country 
with a total of over 100,000 retail out- 
lets. The grocery trade heads the list 
with about 50,000 retail stores, but the 
chain class includes a great variety of 
lines embracing general merchandise, 
tobacco products, confectionery, drugs. 
haberdashery, clothing, dry goods, auto- 
mobile supplies, restaurants, hardware 
and sporting goods, bakeries and bar- 
ber shops. 

Notwithstanding the wide spread of 
the chain store idea during the past 
twenty years, it is believed that only 
about 5 per cent of all goods sold to 
consumers in this country pass through 
this type of retail store. But to the 
independent retailers the progressive 
growth of chain stores is naturally be- 
coming more and more a matter for 
serious consideration. 


Some Interesting Problems 


“Any study of such figures as are 
available,” says Dr. Nystrom, “suffi- 
ciently indicates the inroads made in 
the business formerly passing through 
other hands, but just how much of the 
rapid growth of chain stores is due to 
consolidation of ownership of existing 
stores, in which stores formerly owned 
by independents pass into the hands of 
chain store organizations, and how far 
the chain store type of merchandising 
is succeeding in competition, unit for 


unit, against independently owned 
stores is somewhat difficult to deter- 
mine. 


“One of the principal points of com- 
petition between chain stores and inde- 
pendent stores is the competition of 
management between chain store ex- 
perts operating indirectly through as- 
sistants and the independent store 
managers who operate directly and in 
personal contact with their businesses. 
That some independent store managers 
are outdistanced in this race is not sur- 
prising when one considers the lack of 
training many of them have when en- 
tering the business. 

“Many independent store managers 
are quite content under the stress of 
such competition to sell out or give in 
to the chain and become lieutenants or 
rank and file men under the direction 
of the chain store experts. On the 
other hand, the chain store sometimes 
meets defeat. 


Chain Stores Avoid Live Independents 


“T have heard chain store executives 
say ‘I never locate a store in a com- 
munity in which there is a live inde- 
pendent dealer’ and ‘sometimes we make 
a mistake and get into a community 
where there is a live merchant or where 
ene who formerly was more or less dor- 
mant began to adopt up-to-date mer- 
chandising methods on our arrival. As 
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soon as we discover these conditions we 
pull up our store and sell out our 
lease.’ 

“T suppose it is the experience of 
practically every chain organization to 
find it impossible to make progress in 
certain localities, and in consequence 
more profitable to drop their stcre there 
and move elsewhere. 

“That neither the chain store nor in- 
dependent store management have the 
monopoly of the best methods of man- 
agement is sufficiently proved by fig- 
ures showing the cost of doing business, 
If by either system a big gain could be 
made, it would naturally be reflected in 
costs, but the facts are that in both 
chain stores and independently owned 
stores costs vary from low to high per- 
centages. 

“These variations are due, in part, 
to differences in services performed, as 
already indicated, but more important 
still, from the standpoint of the future 
of both chain store and the independ- 
ently owned store, they vary in propor- 
tion to the management ability of their 
respective executives and the better 
type of manager is found in both chains 
and independent stores. The profits go 
to the better managers whether they 
are in chain stores or independently 
owned stores.” 


Quantity Buying is Big Advantage 


The chain stores, Dr. Nystrom points 
out, have an enormous advantage— 
probably their chief advantage — in 
buying in large quantities. One chain 
referred to contracts for 20,000,000 Ib. 
of enamelled ware per annum, a con- 
tract which practically eliminates the 
sales cost of the concern which fills this 
order. 

On large orders of a single item an- 
cther saving is possible through the 
standardizing of production. More 
economical machine processes can be 


introduced and manufacturing costs 
thereby cut down. 
The manufacturer with such large 


orders in his possession can in turn fre- 
quently secure raw materials at a sub- 
stantial reduction, further reducing the 
costs of manufacturing. The elements 
of speculation for the producer are 
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largely eliminated and the necessary 
margin to cover insurance against mar- 
ket losses may be omitted. 

But some chain organizations have 
adopted policies which are almost cer- 
tain, Dr. Nystrom asserts, to reduce 
their fighting efficiency. One of these 
is the practice of filling all executive 
positions from the ranks within the 
company. 


Inbreeding Not Always Advantageous 


“This is a policy,’ Dr. Nystrom says, 
“that operates most excellently as a 
present incentive to the employees 
within the organizations. It may even 
work so well for a time that many em- 
ployees will undertake work for an or- 
ganization of that kind at less than 
market rate salaries, taking chances on 
getting promotion within in lieu of 
larger salaries elsewhere, but the ulti- 
mate effect, as experience has repeat- 
edly shown, is an inbreeding of ideas, 
a solid growth of conservatism, and a 
more or less crystallized caste system 
within the organization, reducing its 
flexibility and preventing it from ex- 
panding and reducing its ability to 
take free advantage of opportunities 
presented to it under new conditions 
that arise. 

“This is not an argument against 
promotions from within. It is rather 
an argument for filling positions of re- 
sponsibility with the best possible men, 
no matter where they come from. The 
results of inbreeding work very grad- 
ually, however, and proper remedies 
may be applied in the concerns that 
follow these policies before the danger 
point is reached. 

“Buying advantages are almost cer- 
tain to be equalized between chains and 
independent retailers through the grad- 
ual development of associated efforts of 
the independent retailers themselves. 
Such co-operative associations grow 
slowly. , 

“Independent retailers, in common 
with all other masses of people, learn 
by degrees and costly experience. One 
reason why chain stores have been so 
successful in the immediate past is be- 
cause the independent retailers have 
been so slow in getting together for 
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their mutual interest. The reaction is 
soon to come.” 

In conclusion Dr. Nystrom expresses 
the opinion that the chain store system 
is undoubtedly here to stay. The system 
came into existence because there was a 
definite field of service not adequately 
cevered by any other type of retail in- 
stitution. Most of the chains have 
made their successes by offering a more 
limited type of service than is given by 
most independent retailers and also by 
specializing in merchandise. 

“The chain organizations” says Dr. 
Nystrom, “by reason of their neces- 
sities have developed certain phases of 
retail distribution to a very high degree 
of efficiency. They have taught im- 
pertant lessons to all store managers 
of all classes of stores. 


Chains Have Introduced Better Ac- 
counting Methods 


“For example, the impetus for more 
complete and more intelligent retail ac- 
counting has come to most independent 
store managers largely by example of 
the chain stores. 

“The methods of arangement and dis- 
play of merchandise that chain stores 
have found necessary and profitable 
have resulted in opening the eyes of 
independent store managers of all 
classes of stores, and independent re- 
tailers have learned with evident as- 
tonishment of the value of securing the 
best possible locations from seeing the 
chain stores exhaust every possible 
scientific means to determine where 
those locations may be. Finally, the 
chain stores have taught the retailers 
of every country the great lesson of 
getting together in buying. 

“Independent stores have a great deal 
to learn from the chain stores. Some 
of this instruction will, I fear, be ex- 
pensive alike to both teacher and stu- 
dent, but in the long run and out of 
the readjustments in retail distribution 
taking place through the spreading of 
chain stores, we may look forward to a 
much more efficient system of retailing 
that will not only cut the costs of dis- 
tribution. but also eliminate many of 
the wastes that now occur between the 
producer and consumer.” 


National Pipe and Supplies Association Meets 


At the closing session of the National 
Pipe & Supplies Association, held in 
Pittsburgh during the week of May 
15, former officers were re-elected as 
follows: G. H. Adams, Rochester, Pa., 
president; W. E. Clow, Jr., Chicago, 
and L. J. Merkel, Cincinnati, vice-pres- 
idents, and George D. Mcllvaine, Pitts- 
burgh, secretary and treasurer. The 
board of directors will consist of J. J. 
McArdle of Philadelphia, J. A. Vann of 
Birmingham, Ala., H. M. Haldeman of 
Los Angeles, Isador Weil of Chicago, 
M. W. Dennison of Boston, H. W. 


Strong of Cleveland, Murray W. Sales 
of Detroit and G. H. Gorton of Kansas 
City. 


The advisory board will have but 





two members, L. C. Huesmann of In- 
dianapolis and George V. Denny of Sa- 
vannah, Ga. 

In his closing address, President 
Adams stated that the pipe and sup- 
plies trade was never better, the de- 
mand being heavy due to the boom in 
new building, which extends practical- 
ly all over the country. He said this 
was most marked in the plumbing sup- 
ply line. M. L. Seidman, tax consult- 
ant for the association, said that Fed- 
eral taxes should be reduced and based 
on a normal sales tax. Mr. Seidman 
is also tax consultant for a large com- 
mittee of American business men, and 
urged the members of the association 
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to bring their influence to bear for the 
passage of legislation intended to re- 
duce the Federal taxes. 


Newton Steel Co. Will Build 
More Mills 


The Newton Steel Co., which has a 
large sheet mill plant at Newton Falls, 
Ohio, has decided to add six more hot 
sheet mills, work on which will start in 
a short time. The cost of these new 
mills is estimated at about $750,000, 
and they will be built owing to the 
heavy demand this company is having 
for sheets, and which it is unable to 
supply promptly. 
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We Furnish 
This Strong 
Handsome 
Display 
Cabinet 
FREE 


To Dealers. 














Place It On 
Your Counter. 
It Will Soon 
Empty Itself 
and Net You 
$15.00 Profit. 








WAN ON 66 MC OYN ce 





Our Popular Assortment of Quality Sole Leather 
Customers Can See Just What They Want 


This handsome display cab- 
inet, furnished free with this 
popular assortment, is a won- 
derful attention getter. The 
sole leather strips, half soles and 
top lifts are so conveniently 
arranged with prices plainly 
marked on each that customers 
can readily make their own se- 
lection. 

We stand squarely back of the QUAL- 
ITY of every piece of leather we sell you. 
Send for Interesting Folder. 


It illustrates and describes our 
Complete Line of Sole Leather. 





Cabinet Free with This Assortment 
Contents Guaranteed to Sell From First to Last Piece at 


Marked Price 


3 $.50 Strips Walnut Oak, Retail Value............$ 1.50 
6 75 7 % “4 ee eee antes 4.50 
eo eee 7.00 
6 Uf ee A Me rer oe 7-50 
3 ae me I eee kes 4.50 


(Each pair of Half Soles and Top Lifts tacked together and resale 
price labeled thereon) 


12 prs. 50c. Half Soles, Extra Large. Retail Value..... 6.00 
12 prs. 50c. Half Soles, All 13 Heavy. Retail Value...... 6.00 
12 prs. 4oc. Half Soles, All 13 Med. Retail Value...... 4.80 


12 prs. 25c. Half Soles, All 13 Med. Light. Retail Value.. 3.00 
8 prs. 25c. Boys’ Half Soles, Med. Heavy. Retail Value 2.00 
8 prs. 25c. Women’s Half Soles, Med. Light. Retail Value 2.00 


12 prs. loc. Top Lifts, Heavy. Retail Value............ 1.20 
$50.00 
Cis ep RE Oc ex Cok ven cewatennkimeeiees « - $35.00 

Ce POE? a. hed eas $e 46 WE REO we SA DEMOS $15.00 


The profit you make on the above assort- 
ment is only the beginning of your profits on 
Walnut Oak Sole Leather. 

cs the various items are sold out you can 
replenish the assortment, with our 
refill stock sold by the dozen show- 
ing Forty-two Per Cent Guaranteed 
Profit on Cost. > 


We Sell Direct—Ship on Approval and Prepay Freight Charges 


STRAUSS LEATHER CO., 


1115 Penn Ave., Pittsburgh, Pa. 
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Burgess Treasurer of Boston 
Woven Hose and Rubber 


At a meeting of the board of directors 
of the Boston Woven Hose & Rubber 
Company held on Mondey, May 22, the 
resignation of Henry B. Sprague who 
for many years has been treasurer of 
the company was accepted and George 
H. Burgess who has since 1899 been 
assistant-treasurer of the company was 
elected to the position of treasurer. 

Mr. Sprague’s resignation comes 
after two years absence from the inti- 
mate affairs of the company due to 
illness and his desire, although remain- 
ing on the board of directors, to be 
relieved of the cares of the treasurer’s 
position. 

The election of Mr. Burgess as 
treasurer is a well deserved promotion, 
not only in consideration of the twenty- 
three years. service as_ assistant- 
treasurer but also in recognition of the 
manner in which the treasury depart- 
ment has been handled during the past 
two years during the absence of Mr. 
Sprague. 


Change in Crogan Policy 


Announcement is made by the Crogan 
Manufacturing Co., Bangor, Me., mak- 
ers of the One-Man Steel Measuring 
Tape, of a change in sales policy. The 
One-Man Tape is now being marketed 
through direct factory representation, 
instead of through the Union Tool Co., 
Orange, Mass., which had its distribu- 
tion for the past year. J. P. Ramsay, 
newly appointed factory superintend- 
ent, announces the addition of Clifton 
E. Harris of Boston to the sales force, 
Mr. Harris covering the New England 
territory. 


Frank Hibbard in Europe 


Frank Hibbard, vice-president of 
Hibbard, Spencer, Bartlett & Co., Chi- 
cago, is taking a six months leave of 
absence from his regular duties. He 
sailed for Europe the early part of the 
month for a two month’s trip. 


Banigan Takes Over M-B Tool 
Co. 


Announcement has been made by the 
Banigan Manufacturing Company of 
Danielson, Conn., that it has taken over 
the M-B Tool Company and will con- 
tinue the manufacture of the products 
made by that firm. 


New Stanley Display 


The Stanley Works, New Britain, 


Conn., is now sending out to its cus- 
tomers a new garage hardware window 





display cutout, measuring 28 x 38 in., 
lithographed in ten colors. 

An attractive window display may be 
arranged by using the cutout as a back- 
ground for the products themselves. 

This company is also issuing three 
new garage hardware window cards, 
measuring 11 by 14 in., printed in three 
colors. These new window cards are 
being sent out with the new window 
cutout. 


Hampton Grinding Wheel 
Incorporates 


The Hampton Grinding Wheel Co., 
Springfield, Mass., capitalized for $100,- 
000, has taken out a Massachusetts 
charter. The incorporators are Frank 
S. Hatch, Longmeadow; Willard P. Le- 
shure, Springfield, and John M. Collins, 
West Springfield. 


A. D. Graves Recovering 


A. D. Graves, general manager Pratt 
& Lambert, Inc., is convalescing from 
an operation for appendicitis performed 
at the Buffalo General Hospital, Thurs- 
day morning, May 18. Mr. Graves’ 
many friends in the trade will be pleased 
to learn that while the attack was sud- 
den and severe, he is making good 
progress toward recovery. 


Save the Surface Club Meets 


Sixty or more members of the Save 
the Surface Salesmen’s Club of Penn- 
sylvania recently met at the Hotel Ven- 
dig, Philadelphia, where they were ad- 
dressed by William Zintl] of the Satwr- 
day Evening Post, who pointed out how 
the salesmen could increase the con- 
sumption of paint and varnish products 
by showing the dealers how to educate 
the public about the advantages of sur- 
face protection. Plans for the future 
were also discussed, and it was voted 
to have the next meeting an outdoor 
one. Williard E. Maston, president of 
the club, presided. 


Automobile Business Improving 


The Department of Commerce at 
Washington, D. C., has issued a report 
showing that no less than 196,521 pas- 
senger automobiles were built in April, 
while 21,994 trucks were also built last 
month, compared with 19,449 in March. 
In this connection it is of interest to 
note that on one day recently the Ford 
Motor Co. at Detroit turned out 4876 
passenger cars and trucks. This com- 
pany recently built its sixth millionth 
car. The Ford Motor Co. has been 
building cars and trucks for 22 years, 
and in that time has turned out an aver- 
age of 272,000 vehicles per year. 
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Goodell-Pratt Co. to Protect 
Markings 


Notification to the trade that it will 
protect its exclusive trade rights and 
distinctive markings against all in- 
fringers, under the law of unfair trade 
competition, has been made by the 
Goodell-Pratt Co., Greenfield, Mass. 
This notification addressed to all hard- 
ware and tool merchants and signed 
by William M. Pratt, president of the 
company, is as follows: 

“When this corporation was organ- 
ized more than twenty-five years ago 
to manufacture various types of hand 
and breast drills, we adopted a stand- 
ard and distinctive finish consisting of 
a black enamel frame with a vermilion 
red gear. This same marking has since 
been applied continuously to these tools, 
and exactly the same colors in other 
forms, to every other new tool which 
we have since manufactured to which 
such marking is applicable. 

“These markings, black enamel and 
vermilion red, have identified the prod- 
ucts of the company for a long term of 
years, and tools bearing such markings 
have been recognized, both by the trade 
and the consuming public, as the prod- 
uct of the Goodell-Pratt Co. 

“We have, therefore, acquired exclu- 
sive trade rights to these distinctive 
markings and hereby notify the trade, 
and our customers, that we propose to 
protect our trade rights against all 
infringers, under the law of unfair 
trade competition sanctioned by the 
courts and the Federal Trade Commis- 
sion.” 


A. C. Bartlett Sustains Stroke 


Word has been received from the Pa- 
cific Coast to the effect that A. C. 
Bartlett, Hibbard, Spencer, Bartlett & 
Co., Chicago, suffered a paralytic stroke 
recently at Pasadena, Cal. 


Hunt-Helm-Ferris & Co. Enlarge 
Portland Branch 


The branch of Hunt-Helm-Ferris & 
Co., which was established at Portland, 
Ore., last fall, has already outgrown 
its quarters and Manager William Har- 
ris has concluded arrangements to 
occupy a considerably larger space in 
the Chevrolet Motor Car Co.’s build- 
ing at the corner of East Third and 
Salmon streets. At this new location 
the increased space will provide room 
to carry larger stocks of Star barn 
equipment, hay tools, barn door hang- 
ers, garage door hangers, coaster 
wagons and hardware specialties. It 
also provides ample space in which to 
display the entire line. 
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IMPLEMENT OILERS 
ARE THE WORLD’S STANDARD 


EQUIPPED WITH 
REGULATION LENGTH 
SPOUT 








MADE OF 
HIGHEST GRADE 
OPEN HEARTH STEEL 














OILER WITH SPOUT 
WILL FIT DOWN INSIDE 
OF TOOL BOXES 
WITH COVER CLOSED 


LEAK-PROOF 
SEAMLESS BODY 














COVERED WITH 
PURE TIN COATING 
PREVENTS RUSTING 


HAS INSERT TYPE SPOUT 
NO MISFIT THREADS 




















OIL CANNOT LEAK OUT 
THROUGH SPOUT 
GASKET 
PREVENTS OILY HANDS 


IMPLEMENT OILERS 
ARE EXPOSED TO 
WEATHER CONDITIONS 


Un-tinned oilers cannot resist 

















exposure SPOUT EQUIPPED WITH 
RE-ENFORCED DOUBLE 
BRACED THREAD CASE 
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EQUIPPED WITH DOUBLE 
LOCK-SEAM BOTTOM 
GUARANTEED LEAK-PROOF 


FULL-SIZED 
NOT UNDERSIZED 
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THIS IS THE OILER YOU HAVE BEEN#BUYING 
PRINTED WITH YOUR NAME AND ADDRESS. 


EAGLE MANUFACTURING COMPANY 


MAIN OFFICE AND FACTORY 


WELLSBURG, W. VA. 


REPRESENTATIVE J« C. MCCARTY & CO., 29 MURRAY ST., NEW YORK CITY, N. Y. 
REPHOSEN eR Nive CRAWFORD & PARKES, STAHLMAN BLDG., NASHVILLE, TENN. 
REPRESINTaTIVE J. J. BROWN SALES CO., 618-620 AMERICAN BANK BLDG., LOS ANGELES, CALIF. 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 








For Radio Enthusiasts 


The Echo-Loud Adapter has been 
designed to connect the receiving radio 
set with the phonograph, thereby giving 
everybody a chance to “listen in.” The 
single type is to be used with one radio 
phone receiver, or one half of the or- 
dinary head set and is attached to the 
tone arm of the phonograph. The only 
adjustment necessary is the removal of 
the phonograph reproducer and insert 
the Echo-Loud attachment in its place. 


7m 














J 


Attached 





Echo-Louwd Single Type—Phone 
The double type is used exactly the 
same way except that two radio phone 
receivers are attached to the adapter. 
These adapters are made to fit any pho- 
nograph but it is necessary to state 
the make so that proper ones will be 
sent. 

This adapter is claimed to offer radio 
fans a very inexpensive method of 
magnifying the sound and enabling all 














Echo-Loud Double Type 


present to enjoy the concerts or news 
being received without the necessity of 
supplying head sets or ear phones to 
each one by making use of the horn in 
the phonograph and also saves pur- 
chasing a “loud-speaker” horn. 

K. R. Hare, 608 South Dearborn 
Street, Chicago, is manufacturing and 
distributing these adapters. 


Improved Double Needle Fire 
Pot 


To enable the user to secure the maxi- 
mum service from the various grades 
of fuel available in different sections 
of the country, the Clayton & Lambert 
Mfg. Co., Detroit, Mich., makers of 
gasoline and kerosene fire pots and 
torches, have improved the construc- 





tion of No. 1 Fire Pot by using their 


new patented double blunt needle 
burner and adding other improved 
features. 


For many years the No. 1 Fire Pot 
has been used by tinners, plumbers, 
roofers and metal workers and is known 
as a general utility fire pot. Its im- 
proved up-to-date features make it 
useful for quick and reliable service for 
all indoor use or outside work in cold 
and windy weather. The double needle 
burner has greater generating power 
and it is claimed that over 300 degrees 
more heat can be obtained than with 
any other make of burner. The gaso- 
line jet block, fitted into the generator, 
is removable and the kerosene jet block, 
which accompanies each fire pot can 
easily be applied if desired. 

For those who have had trouble with 
burners clogging on account of the 
low grade of fuel used, the double 
needle burner will be especially appre- 
ciated as the upper needle is fitted with 
a wire tip for cleaning the orifice. The 
flame is controlled entirely by the lower 
needle and as both needles are blunt it 
is impossible to enlarge the gas orifice 
which, it is claimed, is the cause of all 
old style burners, having sharp-pointed 
needles, being ruined by screwing up 
the needle too tight. 

It is said that the C. & L. Improved 
Double Needle Burner overcomes fully 
60 per cent of all burner troubles. The 
same high grade construetion is main- 
tained throughout. Tank is of heavy 
gage seamless drawn steel, tinned in- 
side and out, making it rust proof, fitted 
with patented cushion protection band 
preventing injury to the base. A filler 
plug with patented dust proof cap closes 
the large funnel and patented pump 
with double spring automatic check 
valve produces air pressure quickly. 
The heaviest irons are thoroughly 
heated, the flame being so directed that 
the heel of the copper is in the hottest 
part of the flame and a pot of metal can 
be melted at the same time. An open 
fire can be obtained by removing the 
top section. 

Complete information and a catalog 
can be secured by writing the manufac- 
turers. 


Penetrating Oil Very Efficient 

Spring Lube is a penetrating oil with 
a body of graphite and mica suspended 
in it. 

The graphite and mica being so fine, 
due to the process it is put through, is 
suspended by an element mixed with 
the penetrating oil and will carry or 
flow with the oil through the very tight- 


Reading matter continued on page 82 








June 1, 1922 





est joints. Another agent in the oil is 
for cutting away the rust and being 
absorbed in the iron or steel, which will 
prevent rust deposits for a considerable 
length of time. 

The first application of Spring Lube 
will be used up with the work of clean- 
ing out the dirt and rust between the 
spring leaves. All other applications 
will be free to deposit a heavy body of 
graphite and mica between the leaves, 
lasting a long time and giving full re- 
siliency to the spring, which means 
easy riding and less chance of springs 











Using Spring Lube 


breaking. This oil will never harden 
or gum. 
The valuable features of this oil 


are that pure graphite and mica are 
used, not artificial. 

When the spring leaves are spread 
apart and grease put between them the 
leaves are only lubricated at the ends, 
none of it reaches the place most 
needed, which is at the center bolt 
where the spring leaves are clamped 
tightly together. Breaking at this 
point is due to rust and lack of lubrica- 
tion. Spring Lube is noted for pene- 
trating and lubricating that place most 
needed. 

Other uses for Spring Lube is loosing 
rusted bolts and nuts; also taking out 
squeaks from any part of the auto- 
mobile. 

Spring Lube is made by Alpha Timer 
& Accessories Co., Baltimore, Md. 


New Sargent Liquid Door Closer 


Sargent & Company, New Haven, 
Conn., now have ready the Sargent 
Liquid Door Closer. 

This door closer is suitable for screen 
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Bleaves it's imprint 


Cheapness for cheapness’ sake has no place in the busi- 
ness policies of the Richards-Wilcox Manufacturing 


Company. 


Rather, this institution serves through giv- 


ing maximum quality at a fair price. 





R-W 
Quality 
Line 


“Slidetite” garage 
hardware. 

Barn door hangers. 

House door hangers. 

AiR- Way Multifold 
window hardware. 

Door closers and 
checks. 


Mounted grind- 
stones. 


“Ideal” elevator 
hardware. 


Automatic Fire Door 
hardware. 


OveR- Way convey- 
ing equipment. 











R-W- AiR-Way multifold win- y/ 
dow hardware is brightening thous- 


ands of American Homes. 


ONONONONONOWO 


More than sixty per cent of America’s hardware dealers and 
thousands of lumber dealers carry R-W hardware. Practi- 
cally every architect and builder in America is familiar with 


the R-W line. 


There are two outstanding reasons for this extraordinary 
popularity: one, the genuine merit of the merchandise, and 
two, the “four-square’’ business methods of its makers. 


The Richards-Wilcox Manufacturing Company has developed 
the R-W lines to the point where they are recognized as “the 
standard by which all others are measured.” They have devel- 
oped many original innovations which are widely imitated. 


A trade mark identities every item manufactured. These trade 
marks protect the ultimate consumer from imitators, and con- 
stitute a guarantee, by Richards-Wilcox, of entire satisfaction. 
If you do not handle R-W hardware you are neglecting a 
profitable line. 





Our advertising 
is building 





Bigger Business 


AURORA, ILLINOIS,U.S.A. 


for you. 
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doors or other light doors in the home 
or office and can be used between the 
screen and outside door. It is a re- 
versible liquid door closer, easy to ap- 
ply and regulate, simple, strong and 
durable. A template is packed with 
each door closer, showing how to ap- 
ply and giving the proper position of 
the door closer on the door. 

It is made of cast iron, gold bronzed 
finish, packed with screws to match, one 
door closer being put in a box. 


Improves Telephone Service 


The Hush-A-Phone is designed to ac- 
complish three things of value in every 
office, namely: promote privacy, exclude 
outside noises from the wire, thereby 
improving transmission, prevent tele- 

















Hush-A-Phone as Attached 


phoning from distracting office as- 
sociates and workers, with resultant 
efficiency. 

It is said that this device is equal to 
a booth. Its convenience on the desk is 
of appeal to busy executives. It has 
even been used in telephone booths to 
enhance privacy, but its primary pur- 
pose is to give the equivalent of a tele- 
phone booth on the desk, and to so im- 
prove transmission that accurate order- 
taking and order-giving is possible un- 
der the most noisy conditions. 

This device is being marketed by the 
Hush-A-Phone Corporation, 41 Union 
Square, New York City. 


Improved Auto Jack 


The new Dextra Jack is manufac- 
tured by the Dextra Manufacturing 
Company, of 4864 Woodward Avenue, 
Detroit. 

There are close to twenty distinctive 
features, each almost equally impor- 
tant, that distinguish this jack. Per- 
haps the most unusual feature is that 
it can be used under any make of car. 
This is the result of the jack being built 
so low. It has an overall height of 11 
in. which raises to 18 in. and it also has 
a “side lift” 7 in. high that raises to 
14 in. No matter how low the car is 


built the Dextra Jack can be used under 
either gas tank or bumper. 








HARDWARE AGE 


A long handle, 32 in. in length, that 
folds up to 18 in. for storage in the tool 
box, enables the person to use the jack 
from some distance from the axle. In 
designing the base the hydroplane the- 
ory was used so that the jack could be 











Dextra Jack 


slid under the car without lifting by 
the handle. 

The base is big and wide and will 
slide under on mud road as easily as on 
pavement. On soft or muddy surfaces 
this big base gives ample support with- 
out the aid of a plank. The reverse 
trigger is operated by the handle. 

After the jack is in place and ready 
to use it does not have to be pumped 
up to the lifting point. It can be lifted 
by the handle so the load and it auto- 
matically locks there unti] the handle 
is pumped. On the reverse it automati- 
cally resumes normal height as soon as 
the weight of the load is relieved 
from it. 

Because of the length of the handle 
and the double ratchet construction of 
the Dextra Jack, it raises or lowers on 
both upward and downward strokes of 
the handle and on a stroke of but 6 in. 


For Removing Dandelions and 
Weeds 

The man who has tried to improve 
the appearance of his property with a 
grass lawn in the front and rear 
realizes that dandelions and weeds of 
all descriptions seem to grow faster and 
more abundant than the grass itself. 


June 1, 1922 


To help overcome this difficulty by 
complete removal the Western Brass 
Mfg. Works, Marshall Boulevard, at 
Twenty-first Street, Chicago, have 
placed on the market the E-Z dandelion 
and weed root puller. This tool .is 
said to be the final result of a great 
many experiments. For short roots the 
directions tell you to dig down about 
1% in. into the earth when damp. 
Then the weed remover is pulled up, 
root and all. For long roots, such as 
found on the dandelion, the puller is 
forced down as far as it will go by 
placing the foot on the stirrup. When 
pulling the root the pressure of the foot 
is kept on the stirrup and the weed 
pulled out by hand. The more foot 
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E-Z Dandelion and Weed 
Root Puller 


pressure the tighter the grip on the 
root. 


Simple and Inexpensive Fire 
Extinguisher 


Concluding that the flame-killing 
liquid rather than its container is vital, 
the Fire-Out Co. has reduced the ex- 
tinguisher device to the simplest pos- 
sible form. It has put up the flame- 
quenching liquid in thin glass balls, not 
quite as large as a billiard ball or ten- 
nis ball. 

To put out a fire, one or more balls 
thrown into the flames, quickly put 
them out, the liquid employed being 
more efficient than many times its 
volume of water. 

Fire-Out balls are made complete by 
The Fire-Out Co., 286 Fifth Avenue, 
New York City. 





Fire-Out 
Reading matter continued on page 84 
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DISPLAY PLUS DEMONSTRATION 
MEANS EASY SALES 














[Re display board shown above is handsomely litho- 

graphed on metal and has proved itself an excep- 
tionally good attention getter. It will create interest in 
Blackhawk Q. D. Wrenches among your customers. A 
demonstration of how the wrenches operate always 
makes the sale if a man has use for a wrench. 





Sixteen different sizes of sockets fit any of the six styles 
of handles. This economy and convenience instantly 
appeal to the customer. You will find your wrench sales 
constantly increasing in volume. The back of the dis- 
play board has eighteen compartments for holding sockets 
—a handy, orderly way of keeping your stock. 


With the board come six each of six styles of handles, 
ninety sockets including sixteen sizes (square and hexa- 
gon) and three universal joints. The complete assort- 
ment costs you $43.20 and you make a profit of $28.80 or 
66 2/3% on your investment. See your jobber or order 
direct mentioning your jobber’s name. 


Manufactured by 


AMERICAN GRINDER MFG. CO. 


Milwaukee, Wis. 


Exclusive Sales Representatives: C. N. & F. W. Jonas 
Chicago Los Angeles San Francisco Seattle Atlanta New York 


BLACKHAWK 


Q.D. SOCKET WRENCHES 
















HARDWARE AGE 
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Notes of the Retail Hardware Trade 














CovINA, CAL.—L. T. Hammersley, 
successor to McClellan & Larkin, is re- 
modeling his store. Catalogs requested 
on automobile accessories, barn equip- 
ment, bathroom fixtures, belting and 
packing, bicycles, builders’ hardware, 
building paper, churns, crockery and 
glassware, cutlery, dairy supplies, elec- 
trical household specialties, farm imple- 
ments, flashlights, fishing tackle, garage 
hardware, guns and ammunition, ham- 
mocks and tents, harness, heating 
stoves, kitchen housefurnishings, lubri- 
cating oils, mechanics’ tools, paints, 
oils, varnishes and glass, prepared 
roofing, refrigerators, shelf hardware, 
silverware, sporting goods, stoves and 
ranges, washing machines and wheel 
toys. 

TUJUNGA, CAL.—The stock of Russel 
& Baughman of Glendora has_ been 
taken over by the Tujunga Lumber & 
Supply Co. 

ALAMOSA, CAL.—The Hampton Hard- 
ware Co., successor to Hampton Bros., 
has been incorporated with a capital 
of $25,000. The concern deals in the 
following: Automobile tires, barn 
equipment, belting and packing, build- 
ers’ hardware, churns, cream _ sepa- 
rators, crockery and glassware, cutlery, 
dairy supplies, dynamite, electrical 
household specialties, farm implements, 
flashlights, fishing tackle, garage hard- 
ware, gasoline, gasoline engines, guns 
and ammunition, hammocks and tents, 
harness, heating stoves, kitchen cabi- 
nets, kitchen housefurnishings, linoleum 
and oilcloth, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, 
poultry supplies, pumps, refrigerators, 
sewing machines, shelf hardware, 
stoves and ranges, toys and games, 
washing machines and wheel toys. 

CHICAGO, ILL.—P. A. Franzen, 10212 
Vincennes Avenue, new owner of the 
stock of N. Mainz, requests catalogs on 
a general line of hardware. 

UNION CiTy, INpD.—The Kennedy 
Hardware Co., 206 Pear] Street, is 
purchaser of the business of the Weise 
Hardware Co. The store is modern 
and up-to-date, and equipped with new 
store fixtures. 

ADMIRE, KAN.—F. W. Kneeland will, 
about June 15, commence business 
here. A complete stock of the follow- 
ing will be carried, on which catalogs 
are requested: Automobile accessories, 
automobile tires, barn equipment, build- 
ers’ hardware, building paper, cream 
separators, cutlery, farm implements, 
flashlights, fishing tackle, furnaces, 
garage hardware, gasoline engines, 
guns and ammunition, heating stoves, 
incubators, kitchen cabinets, kitchen 
housefurnishings, linoleum and oilcloth, 
lubricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, poultry sup- 
plies, prepared roofing, pumps, _ re- 
frigerators, sewing machines, shelf 
hardware, silverware, sporting goods, 
stoves, ranges and wheel toys. 

FRANKFORT, KAN.—The R. S. Mc- 
Ghie Co. has disposed of its stock to 
the Boyle Hardware Co. 

KENSINGTON, KAN.—Wolfe & Wolfe, 
doing business as the Kensington Hard- 
ware, has succeeded Chris. Williamson. 


WEsT SPRINGFIELD, MAss.—The Hard- 
ware Store, 254 Main Street, owned by 
P. L. Steinbeck, will be opened here 
about June 1. The lines handled will 
include bathroom fixtures, builders’ 
hardware, building paper, cutlery, elec- 
trical household specialties, flashlights, 
fishing tackle, guns and ammunition, 
hammocks and tents, home barbers’ 
supplies, insecticides, kitchen housefur- 
nishings, mechanics’ tools, paints, oils, 
varnishes and glass, poultry supplies, 
prepared roofing, shelf hardware, sport- 
ing goods, tin shop, toys, games and 
wheel toys. Catalogs requested. 

SPRINGFIELD, Mass.—John R. Young, 
Inc., 208 Worthington Street, has been 
incorporated to conduct both a whole- 
sale and retail business in the follow- 
ing: Bicycles, cutlery, flashlights, fish- 
ing tackle, guns and ammunition, ham- 
mocks and tents, sporting goods, toys, 
games and wheel toys. The capital 
stock is $25,000. John R. Young is 
president and treasurer; James C. 
Keefe, vice-president, and Ernest 
Sarazin, secretary. Catalogs requested. 

FOUNTAIN, MINN.—E. A. Hanson 
and M. F. Strange, doing business as 
E. A. Hanson & Co., and located at 
Chatfield, have dissolved partnership. 
Mr. Hanson will continue the business, 
and in addition to heating, plumbing 
and electrical supplies, will carry a 
complete stock of hardware. Catalogs 
requested on paint. 

SEDALIA, Mo.—J. W. Neal, 112 South 
Osage Street, is the new owner of the 
Joseph Thompkins stock. Catalogs re- 
quested on automobile accessories, barn 
equipment, bicycles, builders’ hardware, 
churns, cutlery, dairy supplies, electrical 
household specialties, electrical sup- 
plies and equipment, flashlights, fish- 
ing tackle, garage hardware, guns and 
ammunition, heating stoves, home 
barbers’ supplies, incubators, kitchen 
housefurnishings, mechanics’ tools, re- 
frigerators, shelf hardware, sporting 
goods, stoves and ranges, toys and 
games, washing machines and wheel 
toys. 

Avoca, Nesp.—A. J. Johnson has dis- 
posed of his stock to W. H. Maseman. 

BROOKLYN, N. Y.—Adolf Krauss, 
now located corner Seventy-ninth Street 
and New Utrecht Avenue, will about 
July 1, move to new quarters at 7810 
New Utrecht Avenue. Automobile 
accessories and builders’ hardware will 
be added, on which catalogs are re- 
quested. 

Hupson Fauus, N. Y.—Mrs. Charles 
A. Frake has sold her stock to John 
Stewart, who also conducts a hardware 
business here. He will continue to 
operate both stores until stoeks are re- 
duced, and will later move to quarters 
at Main and John Streets. 

OLp Force, N. Y.—The Old Forge 
Hardware & Furniture Co. recently 
suffered a fire loss. The concern will 
rebuild at once, and requests catalogs 
on automobile tires, barn equipment, 
bathroom fixtures, belting and packing, 
bicycles, builders’ hardware, building 
paper, crockery and glassware, cutlery, 
dynamite, electrical household special- 
ties, electrical supplies and equipment, 


farm implements, flashlights, fishing 
tackle, furnaces, garage hardware, 
gasoline engines, guns and ammunition, 
hammocks and tents, harness, heating 
stoves, heavy hardware, insecticides, 
kitchen cabinets, kitchen housefurnish- 
ings, linoleum and oil cloth, lubricating 
oils, mechanics’ tools, paints, oils, var- 
nishes and glass, phonographs, plumb- 
ing department, poultry supplies, pre- 
pared roofing, pumps, refrigerators, 
sewing machines, shelf hardware, silver- 
ware, sporting goods, stoves and ranges, 
tin shop, toys and games, washing ma- 
chines and wheel toys. 

SyracuseE, N. Y.—Alex. Grant’s Sons, 
134-136 East Genesee Street, desire the 
name and address of the manufacturer 
of the “Sterling” window sash balance. 

CHERRYVILLE, N. C.—The Cherry- 
ville Hardware Store has built an addi- 
tion to its store which it now occupies. 

CINCINNATI, OHIO.—The Suburban 
Hardware Co., 906 East McMillan 
Street, has opened a branch at 4034 
Hamilton Avenue. The concern re- 
quests that catalogs on the following 
be sent to the McMillan Street address: 
Automobile accessories, bathroom fix- 
tures, bicycles, builders’ hardware, 
building paper, crockery and glassware, 
cutlery, electrical household specialties, 
electrical supplies and equipment, flash- 
lights, fishing tackle, garage hardware, 
linoleum and oilcloth, mechanics’ tools, 
paints, oils, varnishes and glass, plumb- 
ing department, poultry supplies, shelf 
hardware, sporting goods, toys, games 
and wheel toys. 

APPERSON, OKLA.—DeLaney & Down- 
ing have purchased the Newton Hard- 
ware Co. stock. Catalogs requested on 
a general line of hardware and furni- 
ture. 

MUSKOGEE, OKLA.— The Bartleson 
Hardware Co. has established itself in 
business here to deal in barn equip- 
ment, builders’ hardware, building 
paper, churns, crockery and glassware, 
cutlery, dairy supplies, flashlights, fish- 
ing tackle, garage hardware, guns and 
ammunition, harness, heavy hardware, 
lubricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, prepared 
roofing, shelf hardware, sporting goods, 
stoves and ranges, toys and games, 
washing machines and wheel toys. 

PRAGUE, OKLA.—Phillips & Delly, 
who have recently started in business 
here, request catalogs on a general line 
of hardware and furniture. 

Mexia, TeEx.—Dollarhide & Wisdom, 
313 East Commerce Street, request 
catalogs on builders’ hardware, tools, 
cutlery and a general line of shelf 
hardware. 

WARRENTON, VA.— The Warrenton 
Supply Co. desires the name and ad- 
dress of the manufacturer of the “Cut- 
well” lawn mower. 

BURLINGTON, WasH.—S. C. Scott, 
who is now occupying temporary quar- 
ters, will move to a new location about 
August 1. 

YAKIMA, WASH. — The Eckmann 
Locke Hardware Co., 5 East Yakima 
Avenue, in business here, will move to 
new quarters about July 1. 
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